














Ingenuity Moved This Collector at a Profit. 
The Story Is on Page 30 
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OU, Mr. Furnace Dealer, must decide and 
upon your decisions will rest your success in 
the furnace business. 


Now, as never before, you are confronted with 
decisions that may make or break you. 
There are two distinct types of dealers and 


manufacturers— 


1. The quantity—project building— 
low price group. 


2. The quality — better heating — fair 
profit group. 


The first group base their appeal on a larger 
volume of business at lowest prices. Naturally, 
price is of primary importance, and every effort 
is made to cut cos:s in every direction, and often 
profit is sacrificed ard overhead ignored. Where 
price is the only appeal, the dealer is in compe- 
tition with every source of supply—even with the 
mail order houses. Installations must be cheap- 
ened and often, too often the Standard Code is 
ignored and there is a reversion back to “hot air 
heating”, the greatest enemy to the industry. Price 
dictates the purchase of liquidation stocks offered 
by manufacturers who are forced to the expe- 
diency of distress merchandising—with little 
thought that competitors can also offer the public 
these orphans of distress. Price recommends cheap 
light furnaces, produced in quantities and sold as 
so much iron without the support of effective ad- 
vertising or merchandising plans. In fact it’s an 
endless chain this scramble for cheapness and vol- 
ume in the furnace industry where price is the 
only appeal. 
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RUDY FURNACE CO., DOWAGIAC, MICH. 
Always Referred to Where Good Heaters Are Mentioned 








‘Whats IN a Furnace Agency ? 
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f (,00d Name 

The second group is comprised of dealers and 
manufacturers who are selling a service—better 
warm air heating. Strong engineering staffs are 
maintained to insure correct leadership in installa- 
tions. Furnaces are scientifically designed and au- 
thentically rated. They are carefully ground, fitted 
and mounted. Their weights are attested with 
proper weight against each strain. The authorized 
dealer buys more than a furnace. He buys an 
agency that brings helpful co-operation in his mer- 
chandising problems. Engineering service, effective 
advertising campaigns, intelligent sales helps—all 
these are provided him. 

He buys the backing of a dependable organiza- 
tion that will help him build a profitable business. 
He sells a product whose performance will make 
him friends and customers as his business grows. 
He is out of the price competition class—soeiety 
recognizes him as its benefactor. 
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Pass : “4 
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The Rudy organization belongs to the quality 
group. Their entire structure is built upon the 
ideal of better heating. They see their dealers 
through, no matter what problems arise. Their 
product is so carefully built of Rudy Charcoal 
Iron that they are able to put a ten-year guarantee 
behind it. Their position is so fortified that they 
are able to offer the service of a time payment 
plan to help the dealer realize on his jobs as soon 
as they are completed. 
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And the price differential is not great—efficiency, 
economies in production, established loyal trade, 
all have held prices down and permitted yearly 
improvements in the product and in dealer service. 


nd Prices 


We solicit the inquiry of 
quality dealers. 






March 29, 1930 
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Find Out Why - 


Balanced Heat by the 


MCILVAINE METHOD 
of Oil Heating 


Is Approved and Recommended hy 
Vie iYAyA Laformed HILL Ecouaea 


Your Big 


Opportunity 


MiakeMore Money 
ln 19 3 a) af 


Listed as tie by Underwriters Approved by Cc ay i e a rey a ae e e t h e 


New York Board of Standards and Appeals 


Melivaine Continuous Flame Oil Burner 


at the 7th Annual Oil Burner Show, Hotel Stevens, Chicago, 
April 7-12, Booth Numbers 72 and 73. If you cannot be present, 
write now for Dealers’ Proposition, Sales Plan and Circulars. 


McIlvaine Burner Corporation 


747 CUSTER AVE. Dept. A EVANSTON, ILL. 
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The new Moncrief Steel 
Furnace with cast iron front 
and duplex roller bearing 
grate; so constructed that leak- 
age is impossible from combus- 
tion chamber to air chamber. 


Easy 


to Sel].. 


AMERICAN ARTISAN 


















MONCRIEF 
FURNACES 
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The Series “C” Moncrief 
has earned an enviable repu- 
tation. Simply and sturdily 
built with 10 worthwhile {sales 
features. Newest improvement 
is ribbed two-piece fire pot. 


Easy toInstall]... 


HE Moncrief line, complete in 


DISTRIBUTORS 


Carr Supply Co., 412 N. Dearborn St...... ? 
he Henry Furnace & Foundry Co... 
Frontier Water & Steam Supply Co., 366 Oak St.— 
eosseeesesseee.---. Bttffalo, New York 
.....Kansas City, Me. 
we Omaha, Neb. 
inoamie Dallas, Tex. 
.....Portland, Me. 


481 Eliott St... 
Johnson Furnace Co... 


E. A. Higgins Co., 1112 Douglas St....... 
Moncrief Furnace & Mfg. Co...... ees 
E. W. Burbank Seed Co., 29 Free St....... 
1, F. Conant, Ry. Term. Warehouse................ 
Wilkes-Barre Hdwe. & Stove Co., 18-20 S. Washing- 

| Sena oe 
The Crawford Heating Co........................Steubenville, O. 
eee YN 
Follansbee Bros., 324 So. Missouri St..... Indianapolis, Ind. 


Steckheff Supply Co. ... 


every detail, offers dealers every 


cae advantage for making money and 


Pittsburgh, Pa. 


business. 


Troy, N. Y. 


building a substantial heating 


+ + + 





EASTERN OFFICE 
Room 1306, 11 W. 42nd St................New York City 


E. L. Garner, Manager 


The Henry Furnace & Foundry Co. 
3471 E. 49th St. Cleveland, Ohio 


We operate one of the most complete sheet metal plants in the country 
and can supply promptly everything used on a warm air heating job. 


When writing mention AMERICAN ARTISAN—Thank you! 
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One of the first gas-tight 
steel furnaces ever made 
was a Torrid Zone..the 
furnace that has outsold 
all competitors every 
year, is the Torrid Zone 
.. the furnace that you 
need for 1930 is th 
Torrid Zone. 





For over thirty-two years Torrid Zone steel furnaces have lead the field of 
warm air heating. . . not only being one of the first to develop positive gas-tight 
construction, but first to perfect the many other features that provide greater ease of 
operation, greater efficiency and greater fuel economy. 





Progressive furnace dealers who during the past years recognized Torrid Zone 
supremacy and became Torrid Zone representatives, are today the leading furnace 
dealers in their respective communities. From one source of supply Torrid Zone 
dealers have access to nearly 100 distinct types and sizes of gas-tight steel furnaces 
.+- a correct heating capacity for every job ... a correct combustion chamber for 
every type of fuel. What other Torrid Zone dealers have accomplished you too can 
accomplish . . . Join the leaders for Permanence and Profit . . . Write today for 
complete Torrid Zone information. 


With every Torrid Zone Steel Furnace that you sell the purchaser receives a 
Ten Year Guaranty Bond authorized by this company and justified by 
the fact that the average life of the Torrid Zone is twenty-one years. 





LENNOX FURNACE COMPANY, Ine. 


Marshalltown, Iowa Syracuse, New York Toronto ... Winnipeg 


Mention AMERICAN ARTISAN wm your reply—Thank you! 
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RICHARDSON 
‘*Perfect”? Warm Air Heater 





a WINNER every time! The Richardson ‘‘Perfect’? Warm Air Heater 
: is safe to install on any job. Its heating efficiency will never be 
ee out of date. This heater is one of the reasons why the healthful 


principle of warm air heat is here to stay. 


We believe in and This heater will be a trump card even with the toughest prospects. When 


are members of you can’t get ’em to make up their minds, or when they’re undecided as 
at N = . ke to the type of heat they need, sell ’°em this good old reliable. They can’t 
nation een go wrong in buying it—and with its long record of heating performances 


ing Association. ; z : 
you can’t go wrong in recommending it. 


RICHARDSON & BOYNTON CO. 


Heating and Cooking Apparatus Since 1837 
260 Fifth Ave., New York Utica, N. Y. 


New Yerk Utica Brooklyn Newark Port Chester Philadelphia Boston Chicago Buffalo Minneapolis Detroit Providence 





When writing mention AMERICAN ARTISAN—Thank you! 
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The Made by 
Original The Founders 
Steel Furnace of the 
Now In Its Steel 
Forty-Eighth Furnace 
Year industry 


Is the Highest Grade 
Steel Furnace Made! 
































And those dealers who are selling 


HOME HEATING COMFORT 


—Plus Extremely Long Life 
—Plus A Year-After-Year Economy 
—Plus A Profit on Each Job 


are finding it a most attractive 
dealership. 








We will gladly lay all WEIR 
FACTS before you at your request. 





bn The Meyer Furnace Co. 


Note the size of the 
Radiator in propor- 


deeite biaia Drom. Peoria Illinois 








Mention AMERICAN ARTISAN in your reply—Thank you! | ie 
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What Have You To Offer The Furnace Buyer Who 


Is Looking For a Quality Steel 
Furnace At A Low Price? 


Can you sell the prospect who says, “I want a 
good furnace at a low cost,” or do you have to 
show him something beyond reach of his pocket- 
book before you meet his demand for Quality? 


Some come into your shop to pay a good price for 
Quality. Others want a cheap furnace. But you 
know yourself that most of your prospects want 
both, Quality and Price. 


Pleasant Home is not the cheapest on the market. 
It couldn’t be and still have “the Right Stuff” in 
it. Pleasant Home is low in Price and Excep- 
tionally High in Quality. There is nothing that 
can compare with Pleasant Home. 


TRE PEERLESS FOUNDRY COMPARY 





INDIANAPOLIS. IND. 


Where Steel Furnaces Have Been Built for 63 Years Bailey-Farrell Mfg. Co.—Warehouse Distributors at Pittsburgh, Pa. 


Warehouse: Youngstown, Ohio 














Clinch Sales 


with these features: 


and smoke con- 
sumer. 


2. Changes the cheap- 
est coal to coke. 


3. Less ash. 
4. Banishes soot. 
5. Positive control of 


fire. 


“FLORENCE” 


has the original hot blast feature 


Florence hot blast construction appeals to every furnace buyer. 

It means more heat from the lowest grade of coal with the added 

feature of cleanliness. It means longer service because of high 

quality castings and careful workmanship. Start now to land more 

and better sales with the Florence. 

Made by the makers of the famous Florence Hot Blast Heater, 
Supreme Circulator, Florence Cook Stoves and Ranges. 


C. EMRICH CO. (Since 1861) COLUMBUS, OHIO 


we ee Mail this Coupon Today -———————- 


C. EMRICH CO., COLUMBUS, OHIO 
Send me your catalog and prices on Florence furnaces. 
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1. A fuel saver —gas 





The 
MUNKEL GAS ATTACHMENT 
Burns Gas Economically 
BUILT TO LAST 


Make 
Create Profits 
New in the 
Business Off 
Season 





FITS ANY COAL FURNACE 


Install a Real Gas Unit to That 
Coal Furnace 


We Heat Both Units When Burning Gas. 
Long Fire Travel and a Large Radiating Surface. 


Write for Circular and Prices 
Shipped Complete Ready for Installation. 
THE MUNKEL-RIPPEL HEATING CO. 


“31 Years of Service” 
COLUMBUS, OHIO 








Mention AMERICAN ARTISAN in your reply—Thank you! 
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F people will buy “Quick Relief” for coughs 
and colds they’ll jump at the chance of buy- 
ing Prevention. The National Warm Air Heat- 
ing Association’s healthy heat idea is a good 
sales argument—especially if backed up by a 
furnace as good as the Niagara. 


Sell healthy heat rather than furnaces—sell 
the Niagara. For if there’s one heating plant 
better able to clinch your sales argument, that 
dry, stuffy heat causes most coughs, colds and 
headaches—that clean, humidified air is a better 
remedy than druggist “cures’, it’s the 
NIAGARA. 


The Niagara not only means more and easier 
sales but bigger profits. No furnace goes to- 
gether as fast as it does. Parts are few and 
perfectly fitting. And there’ll be no profit con- 
suming adjustments after installation either. 
The Niagara’s efficiency is as unquestioned as 
its modern design and unusual attractiveness. 


Let’s get together. Mail the coupon. 


THE FOREST CITY-WALWORTH RUN FOUNDRIES CO. 
2500 W. 27th St., Cleveland, O. 





RELIEF + 








er ee ee eee ee 
The Forest City-Walworth Run Foundries Co. 
Cleveland, Ohio. 


Gentlemen: 


Please send literature showing the pea 


I able sales and profit advantages built into the 
SS I new, modernly efficient, NIAGARA Furnace. I 
I I 
OST EE CER LEST TCEL TEC OCCT TUT OLOCET 
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WARM AIR HEATING SYSTEMS 
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Mention AMERICAN ARTISAN in your reply—Thank you! 
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IN A FURNACE IT’S SERVICE 


The VERNOIS sets the standard 
for SERVICE, QUALITY and ECONOMY 


Vernois Furnaces are made of iron specially 
selected for its durability and heat trans- 
mitting qualities. They are completely as- 
sembled, mounted and carefully fitted before 
leaving the factory. 














The Ver- 
nois has 
built up a 
reputa- 
tionfor 
consistent 
quality of 
material 
and work- 
manship. 


The Concentric Notch arrangement provides auto- 
matic alignment when erecting and saves trouble. 











A good furnace easily installed at a moderate price. 
Ask for our catalogue giving full particulars on 
entire line. 











Vernois Gas 
Circulator Range 


Vernois Cabinet 


Vernois circulators are handsome pieces of furni- 
ture, easy to keep clean, and produce a great amount 
of heat at small cost. 


Mt. Vernon Furnace & Mfg. Co. 


Mt. Vernon, III. 
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DAMPERS and 
Damper CLIPS and TIPS 


—-from the H & C-Federal ‘‘quality-built’’ 
line of furnace accessories. 
ATTRACTIVELY PRICED 


H & C-FEDERAL 


Warm Air Dampers 


Sturdy, well made. Handle 
enters either side of disc. 
Made in 8”, 9”, 10”, 12”, 14” 
sizes. 


H & C-FEDERAL 
No-Rivet CLIPS and TIPS 


Made of heavy gauge mate- 
rial. Punched with rivet 
holes, but can be fastened 
without rivets by prongs 
provided. 


See your jobber or write for 
prices and catalog showing full 
line of furnace accessories. 


HART & COOLEY MFG. CO. 


Successors to Federal Mfg. Co. 


61 WEST KINZIE ST., CHICAGO, ILL. 
Factory at Holland, Michigan 





— AD installed 


’ Yet Four Exelusive Features 


ry Automatically checks furnace in 
event of electrical current break. 


Automatically re-engages after 
fueling. 

3 
Three Minute Automatic Action. 


MA No gears, electric motors, clocks 
or dry batteries—nothing to oil. 





-4 Thousands are in use. 


HEER COMFORT 


Ask your jobber or write io 
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H. M. Sheer Co., 213 Hampshire St., Quincy, Illinois 





gurb lg The Furnace 


Blower Everyone Recommends 


MANUFACTURERS have 
adopted FURBLO as 
standard equipment — jobbers 
catalog FURBLO exclusively 
—dealers everywhere find 
FURBLO the one and only. 
satisfactory solution to the 
problem of mechanical warm 
air heating. 

FURBLO is not a fan—but a 
blower. Quiet, efficient, 
powerful, sturdy, dependable. 
Guaranteed to always  pro- 
duce on even the hardest job. 


53 i fi icall 11 
LAKESIDE COMPANY, 2%; instatiations. Send. for ‘com- 
Hermansville, Michigan plete information. 
Makers of Lakeside Ventilating Equipment 

















Mention AMERICAN ARTISAN ‘ your reply—Thank you! 
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Easiest to Sell 










































When you are endeavoring to close a 


prospect for a high-profit replacement fur- 
nace installation, you can land the sale 
most easily through the quality and price 


of a Sunbeam Heating System—aided by 


the miniature aluminum furnace, sales- 
men’s portfolio and other helpful material 
which convinces home owners of the su- 
periority of the Sunbeam. 


On the other hand, you can also give 
building contractors the advantages which 
they seek—a nationally known product, a 
quality heating plant with price appeal. 


And the opportunities for Sunbeam sales 
are greater with the complete Advertising 
Campaign designed to locate prospects 
who are in need of new heating systems. 


Easiest to Buy 


You would be justified in expecting that 
furnaces with all the superiorities of the 
Sunbeam are high in cost. But the opposite 
is true, because of the tremendous quantities 
in which they are produced. On the basis of 
price alone, disregarding their acknowledged 
quality, they are easiest to buy. Cast or steel, 
you can obtain them from one source of 
supply. Small cottage or large mansion—re- 
gardless of the fuel to be burned, there is a 
type and size for every heating requirement. 


Ask for a copy of the valuable 40-page 
Heating Manual and Catalog. It is chock- 
full of important installation data, and in ad- 
dition illustrates and describes the complete 
Sunbeam line. The coupon below is a con- 
venient way to ask for one of these books. 
Fill it in now and mail it today. 


WARM-A} R FURNACES 


A Furnace for Every Requirement. 


THE FOX FURNACE COMPANY, Ebyria, 





The Fox Furnace Co. 
Elyria, Ohio. 


We would like to com- 
pare your selling and buy- 
ing proposition. So let us 
have complete information 
about your furnace line, 
merchandising plans, prices 
and discounts. 


Quality and Price—Both 


A Division of American Radiator & Standard Sanitary Corporation 


Name 


Aas” 2... es 


City 


State 


11 





Say you saw it im AMERICAN ARTISAN—Thank you! 
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The 
AUERISTOCRAT 


of all registers, combining air capacity, 
decorative and concealing features. 


Designed to conform with the Stand- 
ard Code so they fit all standard boxes. 


Auer Patented mechanical features 
make it perfect in operation,—quick 
and easy to install. 


Auer’s Save Hours and Dollars 


The AUER REGISTER CO. 
Cleveland, Ohio 


March 29, 1930 








It settles the dust in the ashpit 
| FURNACE DUST 
ELIMINATOR 


AKES removing ashes a clean, easy 

job and that’s why you can make 
good profits selling it. Every furnace 
user will appreciate this new Patented 
feature of your installations. 

It means more furnace jobs and 
pleased customers. 

It sprays a fine moisture over the 
ashes and keeps dust from spreading. 
Saves grates, adds to furnace efficiency 
and is easily attached. The sleeve con- 
nection allows the nozzle to swing out 
of the way with door. High grade in 
BSS ae all respects 
— Write today for full details, 

circular and prices. 


DUSTLESS ASH COMPANY 


MUSKEGON, MICHIGAN 
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ASON 


& SESSIONS CO. 


CLEVELAND, OHIO 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 


* 
* 




















’ 
’ 
f 
: 

La 

e 









Any Size Any Finish 


3747 EAST 93rd STREET CLEVELAND , OHIO 








[REGISTERS }@ 


are mighty necessary and 

important warm air heating 
equipment —therefore you 
should carefully select the 
registers you use. 





Let us tell you more about 


SYMONDS REGISTERS 


“DIFFERENT THAN ALL THE REST” 
| SYMONDS REGISTER COMPANY 





3117-23 Minnesota Ave. St. Louis, Mo. 








» GRILLES 


ORS ‘Tabrikated” 
COLD AIR FACES 


INDEPENDENT REGISTER & MFG. CO. 


SEND FOR NEW CATALOGUE 
















352 Flexible 
Pages Leather 
Binding 
247 
Figures 
165 Measures 
Tables 414x5 in. 







One of the Best and 
Most Popular Books 


on tinsmithing and elementary sheet metal work. This is the 
latest edition and the contents are new excepting the chapter on 
Mensuration, which has been re-arranged and amplified, and pos- 
sibly some fifty pages of problems and tables which are classified 
to the phase of the work they cover. 


This Book Covers Simple Geometry and. 
Every Phase of Modern Pattern Cutting 


from the making of every type of Seam, Lap and Joint, to Coni- 
cal Problems and Tinware, Elbows, Piping, Ducts, Gutters, Lead- 
ers, Cornice and Skylight Work and Furnace Fittings. 

In fact an excellent all-around book for every man in the trade. 
Mr. Williams writes in an easy-to-read, helpful manner giving 
you all the necessary details about each subject he handles, 
You should add this widely read book to your collection now. 























PRICE $3.00 
AMERICAN ARTISAN 
139 North Clark Street CHICAGO 

















When writing mention AMERICAN ARTISAN—Thank you! 
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“Old Gine in New Bottles” 
JONDO pate Quality Plus FURNACES 


ARE COLD RIVETED AND 
WELDED SMOKE, GAS AND 
FUME TIGHT. 


‘ARE EQUIPPED WITH EITHER 
~», DUPLEX BASKET DUMP, TRI- 
» ANGULAR OR DRAW-CENTER. 


GRATES 


AND 


RADIATORS 


FOR 


SOFT OR HARD COAL, 
COKE OR OIL 


“Feather Your Nest’— 
Write Today for Proposition 


The London Furnace Co. 
LONDON, O. 
THos. W. Prearson—Sales Manager 


























cAutomatic 
HEAT BOOSTER 


‘THE silent, efficient and economical furnace fan. 
The A-C is different and better and therefore 
popular with the trade. Let us tell you how the 
A-C increases sales and profits in warm air heat- 
ing. Ask for our installation instructions. The 
A-C has no louvers—does not interfere with grav- 
ity operation, and is completely automatic. 








Write for full details and 
names of nearest jobber. 


A-C MANUFACTURING CO., 417 Sherman St., Pontiac, Ill. 














A L ARCO Non-Cereal 


New MINERAL Non-Souring 


Furnace Keeps after 


Paste P A STE Mixed 


For Better, Neater, Quicker Work 


Asbestos Paper does not absorb as much Larco Mineral Paste 
as it does cereal pastes. Paper does not become soggy—not 
so apt to tear. 
Larco Mineral Paste does not turn brown—no stains—mice 
will not touch it either when moist or dry and it does not 
um up the hands. 

arco Paste can be kept on hand mixed ready for use as it 
does not sour. It has greater covering qualities. 
It slips easily but adheres permanently. 


FURNACE CEMENT 


Roof Cement — Stove Putty 
Plumbers Putty 


PAINTS and SPECIALTIES 
WILLIAM CONNORS PAINT MFG. CO. 


LARSEN-BENNETT CO. 
OMAHA, NEBR. 











Say you saw it in AMERICAN ARTISAN—Thank you! 





Write for circular which tells all about it—get Larco prices. : Established 1852 NEW YORK a 




















Founded 1880 


American 
Artisan 


Entered as second class mat- 
ter, January 29, 1930, at the 
Post Office at Chicago, IIL, 
under act of March 3, 1879. 
Formerly entered on June 25, 
1887, as American Artisan 
and Hardware Record. 


Yearly Subscription 
Price: 
United States... ..ccsre 
Canada 


Foreign 


THE WARM AIR HEATING 
AND SHEET METAL JOURNAL 


Published EVERY OTHER SATURDAY—to Promote Better Warm Air Heating and 
Sheet Metal Work 


PORTER - SPOFFORD - LANGTRY CORPORATION 
139 North Clark Street, Chicago—Telephone Central 7670 


Fred D. Porter, President John C. Langtry, Vice-President Howard H. Bede, Secretary 
Editor: Joseph D. Wilder Business Manager: Etta Cohn 
Circulation Manager: John R. Hannon 


Advertising Representatives: 
Charles E. Kennedy —_ J. F. Johnson 


New York Office: 1403 Pershing Square Bldg., 100 E. 42nd St., Tel. Ashland 5342 


Frank G. Cambria, Eastern Representative 
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Breaking Into the Big House Field 
An Editorial 


Giffin Has a Technique in Selling Oil 


Giffin Sells the Housewife—She Sells 
Her Husband and Another Oil Burning 
Furnace Goes into Operation 


Time Payments 


You Often Lose a Sale and Can’t Figure 
Why. Perhaps the Prospect Is Already 
So Obligated He Can’t Take on Any 
More Payments. This Explains Some of 
the Details 


Dennis Got His Ideas as a Jobber’s Sales- 
man, But They Work 100% in His 
Own Shop 

Sometimes the Ideas Jobber’s Salesmen 
Pass Out Are Good. Dennis Proves His 


Were Because He Now Puts Them to 
Work in His Own Shop 


Rudy Jobst Says Ventilating Is a Good 


Too Often Sheet Metal Contractors Are 
Up Against Competition They Can’t Beat. 
Then Try Ventilating If You Are a Com- 
petent Contractor 


If Coal Men Can Get Cleaning Through 
Direct Mail, Why Not the Furnace 


Direct Mail Is Being Used by Coal Deal- 
ers to Get Furnace Cleaning Business. 
This Field Belongs to the Furnace Man. 
Why Not Go After It as They Do? 





Ventilating a Hot Engine Room 
Three More Solutions to the Hanson 
Hardware Company’s Problem in Ven- 
tilating an Engine Room 


Ventilator Sizes 
Sheet Metal Men Ought to Be Able to 
Calculate the Capacity of Ventilators. Paul 
Jordan Gives Us Some Valuable Sugges- 
tions and Facts 


Joe Dersher of Toledo Uses His Ingenu- 
ity and Makes His Jobs Profitable 
Doing the Unusual or the Usual in a New 
Way Is Using Ingenuity. This Story 
Tells How Ingenuity Can Be Made to 
Pay 


Roof Flange and Pipe 
A Pattern Problem Often Encountered Is 
Worked Out by L. F. Hyatt, Instructor, 
McKinley High School, Canton, Ohio 


Sound Business for Sheet Metal Contrac- 


A Report of the Address of J. E. Mer- 
rick, President, N. A. S. M. C., Before 
the Pennsylvania State Convention 


A Floor Draft Problem 
A Problem in Heating Furnace Men 
Should Find Interesting. We Invite 
Solutions 


Random Notes and Sketches 
Association Activities 
Notes and Queries 

New Items and News Items 


Air Conditioning the White House Office 
Building 
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The view at the right shows the Fur- 
nace Man’s store front. Note that the 
windows are clean and that an inter- 
esting display is in each. Below is the 
Furnace Man himself and one of his 
installations, strictly Standard Code 
in every respect. 





What I Think 
of Premier — 


By EARL C. SMITH 
“The Furnace Man” 


FLORA, INDIANA 


SAW a Premier ad in the Artisan 

last month about “What I Think 
About Premier.” I didn’t dream they 
would ask me of all people to write 
what I think about them, but so long as 
they have I am very glad to do it. 
In the first place, I’ve sold and installed 
close to 220 Premiers since I started 
back in 1922. The 10 I have on order 
now will make exactly 230 that they 
have shipped to me. I’m using more 
and more every year. Every person | 
sell a Premier to is sure to bring in an- 
other person who also needs a furnace. 
Then all I have to say is, “there she is. 
Look her over and ask anybody here in 
Flora what they think about their 


Premier.” Just recently | installed a 
Premier in our new Post Office. ‘They 
sure are sold on it. 

Bill Koenneman is the Premier man 
down here and we have some mighty 
good times together. It seems like that 
every time Bill comes around, he has 
some new wrinkle on installing, selling 
and collecting either from the Company 
or from himself. The latest is that “25 
Model Heating Systems” book. I’ve got 
a copy—it sure is a real help. 

My order is in for 10 of the New 1930 
Models. It sure is a crackerjack of a 
furnace. What [ like about it 1s that 
there is a very good and definite reason 
for every point of construction. They’ve 
been testing it for a long time and know 
exactly what it will do. 

The strawberry season is almost here. 
[ raise Premier strawberries. I call 
them that because they are as good as 
they look. Drop in on me when in Flora 
and let me do a real job of selling you 
on both of them. Regards to all the 
folks who read the Artisan. 


ELC. SwAh ‘ 
the Furnace. Man 


PREMIER WARM AIR HEATER CO. 
DOWAGIAC, MICH. 











Say you saw it in AMERICAN ARTISAN—Thank you! 
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Catalog and Proposition! 
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PERFECT Combustion. more 
active radiation... pertect 








Payne Central Furnace with cold 

air return—used in homes which 

are easily heated from one 
central source. 








Battery of two Payne Unit Fur- 
naces, each with cold air return— 
used to heat two separate rooms 
or two natural groups of rooms. 





Gas Furnace Efficiency? 





AYNE GAS FURNACES make the most of the natural 
superiority of gas for fuel. Careful design and con- 
struction of firebox and burner insures perfect 
combustion. Heating elements have more active radiation 
surface—hence, greater heating capacity for the same 
amount of fuel. Rust-resisting ingot iron is used through- 
out, welded at all seams and joints—insuring absolutely 
gas-tight construction. Complete details will be sent gladly, 


on request. 
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The Payne Gas 

Furnace Fran- 

chise for your 
town may be open. 
W rite today for new 





AY NE 
GAS FURNACES 


nealers «PAYNE FURNACE & SUPPLY CO.. Ine. 


Beverly Hills, California 


There is a “Payne Heat” System for Every Building and Climate! 





When writing mention AMERICAN ARTISAN—Thank you! 











Payne Heat 


Factory Units 
Unit Furnaces 
Floor Furnaces 
Central Furnaces 
Pipeless Wall Units 
Industrial Installations 
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BREAKING INTO THE BIG 
HOUSE FIELD 


NE of the most important jobs any editor of a 

trade paper can do is getting out and personally 
visiting the men in the industry and finding out what 
they are doing. 

For the past week that is just what we have been 
doing. Not that we didn’t do it before, but this time 
we took a car and traveled from one town to another, 
and visited every furnace and sheet metal shop in towns 
large and small as we went along. 

The experience was most enlightening. 

We would strongly recommend it to any furnace or 
sheet metal man who has a week to spend broadening 
his field of view. And it certainly is worth while. 

The week we spent was in Indiana. Indiana, as we 
have long known it, is a state with several bustling 
cities, a large number of smaller but equally progressive 
towns, and lots of villages. 

One feature of the trip we think is worth an edi- 
torial. 

That feature is the progress made by the furnace 
men in breaking into the big house field. 

Now by the big house field we don’t mean the house 
with a minimum of 28 rooms. What we do mean is 
the house costing from $12,000 up, or to put it more 
specifically, the house in which good materials, good 
workmanship and first-class equipment are demanded 
and willingly paid for. 

This was the class of house the hot water heating 
people took away from the warm air furnace men sev- 
eral years ago and have held ever since. It is also 
the house the basement of which is pictured in the 
national advertising now being done by the various 
hot water heating firms. 

Far too often this is the house that the warm air 
furnace man has passed up, believing that the field is 
closed to him. Which brings us to the question, Why 
is this field closed? 

We in the warm air furnace industry have everything 
the owner of such a house wants. We can give him 
clean air. We can give him washed air, just like that 
he breathes in his favorite movie house or club. We 
can put in the proper humidity or any humidity he may 
want. We can filter the air and remove all dust, dirt 
or grime. We can give him automatic heat whether he 
wants oil, gas or coal. We can give him room beauty, 
since we do away with unsightly radiators. And last 


we can give him positive air circulation, which is 
nature’s own way of providing warmed air. 

Why, then, have we failed to interest this type of 
vwner in our equipment? First, because we have per- 
mitted other heating systems to fasten the stigma of 
cheapness onto our product. Second, because our 
dealers have allowed their business houses to run down 
until they do look like our competitors would make the 
prospect believe. Third, because too many of our men 
have overstressed the mechanical or working end of 
their business and have given too little thought to sales- 
manship and showmanship. 

It is true that we are awakening to our present need. 
The trip through Indiana impressed upon us the fact 
that we were being taken to an extraordinary number 
of high-class installations in high-class houses. 

These boys in Indiana are no better workmen, or 
business men or furnace men than any others. But it 
does seem that they have become better salesmen. It 
was natural that they should be asked how they do it. 

And almost their first reply was that they have made 
up their minds that their product was better than their 
competitors, that their system of heating was superior 
to anything their competitors could offer, and that the 
man building a $12,000 house was really easier to sell 
on warmed air than the fellow putting up a little 
bungalow. 

Now some of you are going to say that installation 
figures won’t bear that statement out. And you are 
going to say that there are far more small houses using 
warm air than there are larger houses. We admit 
that this is true. 

But in this editorial we are not talking about fur- 
naces. 

What we are driving at is conditioned air installa- 
tions. And that is the type of installation that you 
can sell to the man who is building or buying a good 
house. * 

The sooner we get away from the furnace idea and 
begin to think and to talk and to sell in terms of con- 
ditioned air, the sooner our industry is going to regain 
its former prestige and the sooner our individual dealers 
are going to enjoy that standing in the community, 
that prosperity, that satisfaction of mind which can 
only come to the man who is giving the public some- 
thing better. 
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es Sells the Mleniiie— 
usband—A\nd 


She Sells Her 
HoME Is Oi. HEATED 


ANOTHER 


HE showroom is in Orange, 

New Jersey. That is, Giffin’s 
showroom is in Orange. The 

sign over the door reads: “Crystal 
Blue Flame Oil Burner,” and How- 
ard Giffin is the local Crystal dealer. 
Mr. Giffin is possessed of that 
greatest of essentials to business 
success—confidence in his product. 
He has hooked this confidence to an 
idea. The idea is neither revolu- 
tionary nor startling, but it is the 


One of Giffin’s Oil Burner Installations Where Two Furnaces in One Casing and Two Burners Are Used. 


employment of an idea that is effec- 
tive. It has resulted in the installa- 
tion of oil burners and the end of 
the trail will show a greatly en- 
larged circle on the sales chart. 

Mr. Giffin uses his automobile for 
more purposes than to tell the house- 
wife that his oil burner has a car- 
buretor as has his car. The house- 
wife has impressed upon her, first, 
that warm air heat in its up-to-date 
installation with humidifiers, etc., is 


Pe ee 


Clean-cut Appearance of the Job 


a most healthful type of heat. Sec- 
ond, that (where there is no domes- 
tic help), that she need not shovel 
coal. Third, that the cellar may be 
converted into a playroom for the 
children, a den for the head of the 
house, or other use to which a spare 
room or rooms might be applied. 

In laying emphasis upon this lat- 
ter line of sales talk, his most con- 
vincing evidence is an especial pho- 
tograph which shows a section of a 





Note the 
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cellar in which there is a Giffin in- 
stallation. What had been fuel bins 
is shown as a nicely decorated and 
carpeted room fitted with a regula- 
tion size ping pong court. Ping 
pong is coming back into much of 
its former glory, but that is another 
story except for the fact that it has 
a strong appeal in many of the New 
Jersey suburban towns. The ping 
pong enthusiast, crowded for space, 
would be interested in a Giffin in- 
stallation, primarily as a means of 
gratifying his yen for the game un- 
der his own roof and so would be 
half sold. The same applies to the 
man who is interested in a practice 
golf cage, billiard room, etc. Know- 
ing the weakness to which the owner 
would most likely apply the addi- 
tional space is-a big advantage. 
The fact that the manufacturer 
is ‘‘on the air” has also been put to 
use by Mr. Giffin. A system of post 
card announcements of the radio 
programs is sent to prospects by Mr. 
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Giffin. The Giffin plan also em- 
braces newspaper advertising in his 
community and circular letter cam- 
paigns. 

In other words, Mr. Giffin’s sales 
plan, briefly summed up, is a talk 
on the advantages of warm air heat, 
conversion of the cellar into extra, 
habitable rooms, dependability, 
economy, lack of worries and labor, 
and the fact that his burner can be 
installed in any type furnace with- 
out mutilation or alteration. It is 
salesmanship of a high order. The 
name of the burner he sells is the 
last matter to be mentioned. The 
logical chronology is forcefully ef- 
fective. 

Importuned by his wife, the man 
of the house grants Giffin an op- 
portunity to talk the matter over. 
Giffin reviews the IDEA. Then the 
auto is again put to use. The man 
and his wife accompany Giffin to 
his showroom, or to a neighboring 
house where he has made an in- 
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staliation. Giffin usually walks off 
with an order and deposit in his 
pocket. 

Giffin had not been in the heating 
business very long before he took on 
the oil burner agency. But he was 
imbued with ideas and sales expe- 
rience. To the sales experience he 
added the idea and the appeal of 
automatic warm air heat. 

The two photographs which ac- 
company this article are of typical 
installations Giffin has sold. Both 
are large sized jobs and good look- 
ing enough to make any furnace 
man proud of them. 

One of the jobs is a dual installa- 
tion with two furnaces enclosed in 
a single casing and with two oil 
burners hooked into the heating 
plant. Each burner works inde- 
pendent of the other and each has 
its own source of supply and con- 
trols. An indication of the size of 
the house is given by the cold air 

(Continued on page 33) 





This Warm Air Furnace Was Insulated to Conserve the Heat Generated by the Oi] Burner. The Twin Automatic 
Humidifiers Are a Feature of This Installation 
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[ime PayMENTS 
One Reason for Lost Sales 


ALES methods and discussions 
S of sales are today occupying 

much of the time and atten- 
tion of furnace dealers. 

With so many commodities and 
so many high powered specialty 
salesmen striving to take the con- 
sumer’s dollar away from him, it is 
becoming harder and harder to sell 
furnaces—and, in fact, all such ne- 
cessities. 

In discussing this situation with 
dealers around the country we have 
been struck with the fact that far 
too many dealers are not consider- 
ing the situation from the broad 
viewpoint. Let’s take a case such 
as you have run up against many 
times as an example. 

You have found a home owner 
who seems to be a very good pros- 
pect for a furnace or for some re- 
pairs. You have talked up and 
demonstrated your line of equip- 
ment. You have pointed out its 
features and explained its points of 


superiority. You have told the 
prospect al! about the responsibility 
of your firm and have given him the 
names of satisfied customers. Per- 
haps, if you are a good salesman, 
you have personally taken him to 
see some of these installations and 
had the buyers relate how good a 
job you did and how well your fur- 
nace has heated their house. The 
prospect has gone so far as to ad- 
mit that he needs a new furnace or 
repairs and that he likes your firm 
and your way of doing business. 

And then to cap the argument 
you trot out your installment sales 
program and explain it to the pros- 
pect. He says he will let you know 
the next day. He wants to discuss 
the matter with his wife. You think 
he wants to discuss whether or not 
he should buy your furnace or some 
one else’s. 

No such thing. [ive times out of 
ten he is going to see if he can sand- 
wich your payments in between the 


payments he is already obligated for 
on the radio, the car, the piano, per- 
haps the home. 

A lot of us fail to realize the ex- 
tent of this time payment proposi- 
tion. If we are in it ourselves, we 
can readily understand what is keep- 
ing the customer back. If we are 
not in the net we can only with 
difficulty understand the situation. 

As a matter of fact the situation is 
a whole lot more serious than many 
of us realize and a lot more danger- 
ous than most of us are willing to 
admit. 

There probably are no figures 
available now which might give the 
true facts. One reason is that no 
one man or no one organization can 
get hold of all the facts. Even 
families oftentimes don’t know what 
they are really obligated for. 

3ut we can get an idea of the sit- 
uation through a survey recently 
conducted among the families of 
506 Federal employes conducted by 
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MAKE SURE THAT 
YOUR PROSPECTS 
CAN MEET THE 
PAYMENTS WHEN 
YOU SELL ON THE 
INSTALLMENT PLAN 
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the Bureau of Labor Statistics. 

Roughly, the survey showed that 
41.5 per cent of the families were 
buying one or more articles on the 
installment plan. But the real meat 
of the situation comes out when we 
break down this general analysis 
into sections and commodities pur- 
chased. The survey brought out 
that— 

“Furniture and house furnishings 
showed the largest percentage of 
installment purchases of any one 
group of commodities. There were 
137 families buying one or more of 
the commodities on installment pur- 
chases, paying an average cost of 
$250.53 for their goods. These 137 
families represent 27 per cent of the 
total number of families and 65 per 
cent of the number of families re- 
porting any installment buying. Of 
these 137 families, 59 had carried 
over a debt from the preceding year, 
and 102 still owed money at the 
close of the year. 


“The next commodity classifica- 
tions, in order of their importance, 
were as follows: Clothing had 28 
families paying regular installments ; 
radios, 25 families ; automobiles, 21 ; 
stoves, 16; washing machines, 15; 
musical instruments, 12; sewing 
machines, 12; vacuum cleaners, 12; 
coal, 3; books, 2; tires, 2; jewelry, 
2; electric refrigerators, 2; awnings, 
2; furnaces, 2; and miscellaneous, 3. 

“In summarizing the result of the 
survey, the fact is shown that 162 
families of the 210 that were pur- 
chasing commodities on an install- 
ment basis still owned money at the 
end of the year and the average 
amount of their debt was $164.93.” 


This analysis indicates both the 
benefits and dangers of installment 
buying. Of the articles enumerated, 
stoves, washing machines, sewing 
machines, vacuum cleaners, books, 
refrigerators and furnaces may be 
classified as contributing to the 
comfort, convenience and education 
of the home, and to have long per- 
manency with comparatively small 
yearly depreciation. 

On the other hand, clothing, ra- 
dios, automobiles, musical instru- 
ments, coal, tires, jewelry and awn- 
ings either are quickly worn out or 
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506 Employees Reported 


202 Were Buying on Time 


137 Were Buying Furni- 
ture 

28 Were Buying Cloth- 
ing 

25 Were Buying Radios 

21 Were Buying Cars 

15 Were Buying Wash- 
ers 


12 Were Buying Coal 
Etc. 


W here is the Furnace Man 
to Be Squeezed in? 








have a high rate of depreciation and 
the habit of installment buying of 
such items persisted in will almost 
surely lead to financial disaster. 


Another disquieting tendency 
shown is that 35 per cent of those 
purchasing furniture on installments 
carried over a debt from the pre- 
ceding year and nearly 80 per cent 
still owed money at the close of the 
year. 


Or, taking the group as a whole, 
the average debt for installment 
buying at the end of the year closely 
approximated $165. 

It would be well for the furnace 
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dealer to make a mental note of 
these figures. Or better yet, file the 
list away where you can get at it 
when the next sale goes haywire. 
When the deal blows up sit down 
and analyze the situation. If you 
are at all familiar with conditions 
surrounding that particular family 
you will have a good idea as to 
whether or not the home and the 
car and perhaps one or two other 
expensive possessions are owned in 
full or are being paid for on time. 

Knowing something about the 
family generally and knowing some- 
thing about the family’s income you 
can make a rough estimate as to 
whether or not other commodities 
are being bought on time and what 
percentage of the income is going 
into that sort of buying. In too 
many cases this analysis will show 
that payments on a furnace must be 
carefully considered—not only by 
the home owner, but by the dealer 
too. 

If indications point to too much 
of the income already obligated, you 
had better go carefully before you 
put your merchandise and your 
labor into a home where monthly 
payments are already consuming too 
large a part of the income. 

And on the other hand the family 
which has the time payment tenden- 
cy is always a ready market for 

(Continued on page 33) 











We’ve been doing considerable 

talking about accounting, espe- 

cially our series of articles by J. G. 

Dingle. Now the series is ready. 

The first article will appear April 
12. Watch for it. 
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GJ HE problem of getting efficiency from a furnace is 
now solved. THE SUPER SERVICE MACHINE 
and THE NEW SYSTEM —cleans quickly and safely— 
Reduces the cost to a minimum. Act now to eliminate 
your furnace troubles. 
Low cost is made possible by a New Perfect Machine 
-that does quicker and easier work. YOU get the ben- 
efit of these things. Phone for prices or mail the card 
now—get the prices—(about half the cost of former 
years 


HEAT Goes Through Clean 
Tron Easily 
~ but it is stopped by Soot 
MAY WE VACUUM CLEAN YOUR FURNACE? 





aes wy pega ae 
) iC) siete 
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{+} " . | Tuere is no chance for 
| a | smoke to go up Regis- 
| ' | ters, unless the furnace 
“Geog | | | is leaking . .A small 
aes | repair will stop this 
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| } WE REPAIR ALL MAKES 
aes OF FURNACES 





Save 1/3 Coal 


BE GLEAN and WARM 
NEXT WINTER 


fr 


HELPFUL# HINTS 


TELEPHONE 
699-R 


Lawn City Warm Air Heating Service 
903 Iowa St. 


Cedar Falls, lowa 








This is one side 
of a four-page fold- 
er sent to furnace 
owners. It explains 
by text and illus- 
tration why a clean 
furnace is desirable 


and what. effect 
soot has on effi- 
ciency. Below is 
the other side of 
the folder with the 
seven hints. ex- 
plained. 


ennis Got His Ideas As a Jobber’s Salesman 
But They Work 100% 


HE knockout argument ad- 
vanced by furnace men to 
jobber’s and manufacturer’s 
salesmen when the salesmen tell 
how they would do business usually 
is—*Yes you would. If you were 
really in business you would be just 
as much in hot water as the rest of 
us. What do you know about fur- 
nace business, anyhow °” 
And ninety-nine times out of a 
hundred they get away with it, too. 
So we publish herewith the story 
of how one ex-jobber’s salesman 
went after business and what luck 
he has had in applying the princi- 
ples and ideas most salesmen have 
in the back of their heads. 


Out in Cedar Falls, Iowa, there 
is a new furnace dealer. His name 
is Walter P. Dennis and his firm 
name is the Lawn City Warm Air 
Heating Service. In addition to this 
firm, Walter also bought out another 
business in Waterloo, Iowa, and 


In His 


runs it under the name of The Kul- 


per Furnace Company. 

The Kulper part of the business 
has been a going concern for 18 
years and is an established and well 
known company. Both these changes 
were made the first of January, this 


wn Shop 


year. Even though the firms are 
new, they have already made a name 
for themselves and are doing a busi- 
ness any established dealer would 
be proud of. 

Prior to his buying out these busi- 
nesses, Mr. Dennis was a jobbers 
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HE furnace in your home may be an excel- 

lent one-—don't blame the furnace and it’s 
likely that your coal is alright. Large coal bills 
with a cold house may mean only that your 
furnace is dirty. A smoky furnace nearly al- 
ways can be fixed easily. Our cleaning services 
will give you satisfaction. 


of See*(” at Top of Next Page }© 


Saving !¢ of your coal next winter—would you like 
to save that? The heat of the coal travels thru 
clean iron but this heat is stopped when the iron is 
covered with furnace soot. 


Stufling a furnace with coal is no remedy, and 
why do all this shovelling and all the extra hard 
work? 


Shaking grates and crowding on the coal will spoil 
the best uf furnaces and it wastes the coal—a lot of 
extra ashes too—expensive, dirty and hard work 


wo bo — 


A clean furnace means a clean house. If we clean 
your furnace now, you will know it's clean and 
ready for cold weather. Enjoy this now 


Many residence fires are caused by clogged fur 
naces, pipes and leaks—reduce the hazard of fire 
in your home. 


ot 
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The United States Department of Com- 
merce says-—a coating of soot in a fur- 
nace reduces one-half its efficiency when 
the coating is a quarter of an inch thick, and 
one-quarter ifcoatingisone-eighthinch thick. 








Cleamng down wside the registers and inside the 
pipes and on top of the pipes in the basement is 
part of this service. Protect the health of the 
family by getting rid of dust and germs 

Dust spoils wallpaper, paint, soils windows, spoils 
rugs, curtains, furniture and clothing, and costs 
much every year in added cleaning and it means 
no end of hard work 


‘ ‘ 


HIS process is clean —no muss —no fuss 
an expert cleaning man brings this equip 
ment into your home. It is a light, very strong 
small machine. He quietly and quickly does the 
work upstairs and down. [t is his duty to give 
you a report and he leaves your house quietly 
your furnace is thoroly cleaned bat nothing 
is disturbed 
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salesman of furnaces. Always he 
had ideas about furnace selling and 
business building that he wanted to 
try out. Not until the first of this 
year did the opportunity present 
itself. 

One of the ideas was that clean- 
ing could and should be made a de- 
partment of a furnace business 
which should pay good profits and 
serve as a means of getting profit- 
able furnace installing and repair 
work. Just as soon as the businesses 
were organized a portable cleaner 
was bought for each branch and 
cleaning was made the backbone of 
a direct mail campaign to home 
owners. 

This direct mail campaign has 
proved just as profitable and as 
much a business getter as Mr. Den- 
nis always thought it would. Since 
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three - fold 
stuffer or 
mailing piece. 
The theme is 
free coal or 
freeheat. The 
lower side 
carries a de- 
tachable _re- 
turncard 
which brings 
the home 
owner the 














January 10 the cleaner has been at COSt an d 
work every day and prospects are other  infor- 
lined up for a long time ahead. In mation about 
addition to the actual cleaning, the cleaning. 
cleaner has brought in repair and 
replacement work carrying a good 
profit. 

Now! Ba MAIL THE 


Save 1/3 of your 
Coal Bills 


The United States Department of Commerce 
says: A coating of a quarter of an inch of soot 
in furnace reduces its efficiency by one-half 
and if the soot is only one-eighth of an inch the 
furnace is one-fourth less efficient. 
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Read Carefully 
Our Special Offer 
and r % reasons why this will 
help you. 
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The direct mail campaign is based 
upon two pieces of mailing matter— 
a three-fold, two-color folder and a 




















The problem of getting efficiency from a furnace is now solved. THE SUPER 
SERVICE MACHINE and THE NEW SYSTEM—cleans quickly and 
safely—Reduces the cost to a minimum. Act now to eliminate your furnace 


troubles 


HE furnace in your home may be an excel- 
lent one—don't blame the furnace, and it's 
likely that your coal is alright. Large coal bills 
with a cold house may mean only that your 
furnace is dirty. A smoky furnace nearly always 
can be fixed easily. Our cleaning services will 
give you satisfaction. 
See “{" at the top of this page. 

Saving 44 of your coal next winter— would you 
like to seve that? The heat of the coal travels thru 
clean iron but this heat is stopped when the iron is 

covered with furnace soot. 
Stuffing « furnace with coal is not a remedy, and 
ye why do all this sbovelling and all the extra hard 


Shaking grates and crowding on the coal will spoil 
3 the best of furnaces and it wastes the coal—a lot 
2 of extra ashes too—expensive, dirty and bard 
work 


A clean furnace means a cléan house. If we clean 
4. your furnace now, you will know it's clean and 
ready. Enjoy this now. 


Low cost is made possible by a New Perfect Machine—that does 











Many residence fires are caused by clogged fur- 
& naces, pipes and leaks—reduce the bazard of fire 
#) in your home 

Cleaning down inside thé registers and inside the 
6 pipes and on top of the pipes in the basement is 

rt of this service. Protect the health of the 

lamily by getting rid of dust and germs. 

Dust oils wall . paint, soils windows, 

spoils peony wate beviers and clothing, and 

costs much every year in added cleaning and it 

means no end of hard work. 


™ee 


cpus process is clean—no muss—no fuss— 
an expert cleaning man brings this equip- 
ment into your home. It is a light, very strong, 
small machine. He quietly and quickly does the 
work upstairs and down. It is his duty to give 
you a report and he leaves your house quietly— 
your furnace is thoroly cleaned but nothing is 


disturbed. 





quicker and easier work. YOU get the benetit of these things. 
Won't you phone for prices or mail the card now—get the prices 
—(about half the cost of former years). . 
“You cannot afford use 
nol to have il done” : Post Card peo 
= . ' sTamP 
c@ PHONE : — 
4 699-R ’ 
: Lawn City Warm Air Heating Service 
or : 
Mail This Card : 
lode 903 Iowa St. 
. > ‘ 
We repair all kinds : 
of Furnaces : Cedar Falls, Iowa 








The inside 
of the folder 
gives some 
idea of how 
the cleaning 
is done and 
lists some ad- 
vantages of a 
cleanfurnace. 
The idea of 
the folder is 
to give all the 
information 
in a_ short, 
condensed 
form so that 
owners will 
read the fold- 
er through. 


two-fold, one-color folder. These 
are addressed to known owners of 
furnaces. The large piece carries a 
return card in one corner which re- 
quires only filling in to get prices on 
cleaning and a definite time when 
the job can be done. 

In addition to these two pieces of 
matter every owner whose furnace 
is cleaned is presented with a card 
on which is printed some brief, but 
important, rules for the operation 
and care of the furnace. It is sug- 
gested to the owner that the card 
be hung in a conspicuous place near 
the furnace and studied and fol- 
lowed as- closely as possible. If 
these instructions are followed, a 
more economical and a more satis- 
factory heating plant is guaranteed. 
This card has been well received 
and has been appreciated. 

The mailing campaign has been a 
door opener. 
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R. J. Jobst Says— 
VENTILATING Orrers A 
ROFITABLE F [kD FOR. THE. 
ComPETENT ConrtRACTOR 


ation is a subject every sheet 

metal contractor is vitally in- 
terested in. This is especially true 
of the contractor who is endeavor- 
ing to find fields where competence, 
good equipment and _ confidence 
count for more than willingness to 
cut prices. 

R. J. Jobst, sheet metal contractor 
of Peoria, Illinois, has found such 
a field in the building of ventilat- 
ing systems for hotels, restaurants, 
and places of business where ade- 
quate supplies of pure air are neces- 
sary. Mr. Jobst’s entrance into 
this field has not been haphazard. 
His success has been due to many 
years of cooperation with archi- 
tects, general contractors and busi- 
ness men of his home city. 

The methods he has used are 
those which can be applied by any 
contractor who has a well equipped 
shop and good artisans and who 
has the knowledge and ability to 
think along with ventilating engi- 
neers and architects. The field is 
not one where inexperience can sur- 
vive for long, nor is it one where 
slipshod installation is tolerated. On 
the other hand it is a field where 
price cutting has not reached cut 
throat proportions and is a field 
where the jobs are large in size and 
the contracts run into sizeable 


Poation is « sb fields of opera- 


amounts of money. 
After several years’ operation 
Mr. Jobst has found that the prin- 


ciples behind success are eleimentary 
in nature and readily applicable by 
the concientious contractor. 

The first requisite is a thorough 
acquaintanceship among architects, 
for in practically all such jobs an 
architect is retained to lay out the 
system or at least to coordinate the 





R. J. Jobst 


installation with the rest of the 
project. Casual acquaintanceship is 
not enough—the sheet metal man 
must enjoy such a reputation that 
the architect with a ventilating job 
on hand immediately thinks of the 
sheet metal man as the logical per- 
son to go to to solve the problems 
which arise, and the sheet metal 
contractor must enjoy such confi- 
dence that the architect knows the 
job will be done right for every 
ventilator job must be guaranteed 
by the sheet metal contractor. 





This guarantee means the sheet 
metal contractor must know his 
stuff. Just where to get the neces- 
sary engineering cooperation has 
been worked by Mr. Jobst who has 
established contact with the venti- 
lating engineering firms who are 
equipped to lay out complete sys- 
tems using certain pieces of equip- 
ment. This contact with the ven- 
tilating engineers is essential. With- 
out their cooperation the sheet metal 
man would have to have an engi- 
neering department competent to 
deal with every problem and such 
a department would mean increased 
overhead. 

When the project comes up for 
bids, Mr. Jobst secures the plans 
and specifications available and 
studies the project at first hand. 
Years of operation has taught him 
that it is impossible to avoid costly 
errors when guessing is done by 
the contractor too indifferent to visit 
the job and study its difficulties. 
And the sheet metal man always “ 
has problems, for he comes on the 
job after most all the other con- 
tractors have finished their work 
and his equipment has to be worked 
into existing installations. 

The plans are studied and where 
engineering problems are encoun- 
tered these problems are referred 
to the ventilating men. They pre- 
pare plans showing the layout of the 
equipment and detailing what may 
be expected of the completed sys- 
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tem. Upon these plans the cost of 
the job is figured. 

But detailing the project and fig- 
uring costs from plans is secondary 
to getting a line on the project and 
getting into the bidding. What 
methods other than acquaintance- 
ship can be employed ? 

Well, one of the first ones is the 

use of the “Standard Practice in 
Sheet Metal Work.” When this 
book first came out, the sheet metal 
men of Peoria purchased and pre- 
sented with their compliments one 
copy to every prominent architect 
in Peoria. Mere presentation, how- 
ever, has not been the end of the 
presentation. Architects have been 
constantly reminded of its contents, 
their attention has been called re- 
peatedly to those sections which 
give them detailed and definite in- 
formation about sheet metal uses 
and they have been reminded again 
and again how use of the book can 
simplify their work in sheet metal. 
“Mr. Jobst uses this booklet con- 
stantly—it is his sales bible—and 
from its pages he uses such infor- 
mation as will raise the architect's 
confidence in sheet metal and en- 
able him to sell a quality and guar- 
anteed job. 

The success of the book has been 
such as to make all the architects 
sheet metal minded. And with this 
sort of confidence the battle is half 
won. The sheet metal men of Peoria 
have asked the salesmen calling on 
architects to talk up the book. The 
result has been such a coordination 
of promotion that the architects are 
sold on the use of sheet metal. 

In addition to promotion of new 
jobs, Mr. Jobst does as much per- 
sonal promotion among owners of 
business establishments as possible. 
This sort of work has been espe- 
cially profitable in the field of mod- 
ernization and alteration. In Pe- 
oria, as in practically every other 
community, owners of businesses 
are constantly enlarging or altering 
their establishments. Many such 
alterations open fields for the use 
of sheet metal. Ventilating is es- 


peciaily in the fore today and in- 
troduction of pure air or the draw- 
ing off of offensive odors or im- 
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pure air is today in the public eye. 
This trend to the use of ventilat- 
ing systems can easily be capitalized 
by the sheet metal contractor. By 
opening up such installation he can 
oftentimes point out to architects 
possible prospects and so better es- 
tablish himself with the architect. 
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All of these methods of getting 
business in the ventilating field are 
routine sales methods. They do not 
require high power sales ability, 
but they do require confidence in 
the contractor and sheet metal. This 
confidence can be built up and the 
result is—profits. 
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Capper-Kelly Fair Trade Bill 














Favorably Reported to House 











With all of its 21 members pres- 
ent, and after two days’ debate, the 
House Interstate and Foreign Com- 
merce Committee, by the comfort- 
able margin of 12 to 9, has or- 
dered a favorable report, without 
material amendment, on the Capper- 
Kelly Fair Trade Bill (H. R. 11). 

This result vindicates the judg- 
ment of its active friends in the 
committee who secured a gentle- 
men’s agreement, just before ad- 
journment of Congress last spring, 
to take the bill up for action at the 
beginning of this session. This 
pledge, although wholly unofficial, 
has been kept, with the result that 
the bill is on the calendar at the 
practical beginning of this long ses- 
sion, which will probably continue 
throughout the summer. With the 
three months’ short session to fol- 
low, enactment of resale price legis- 
lation in this Congress is confidently 
anticipated. THE BILL WILL 
PASS THE HOUSE. 

Copies of the committee report to 
the House containing reprints of 
the bill will be available shortly. 

Representative Clyde Kelly, spon- 
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Roofing is always an important part of every 
sheet metal contractor’s business. 
materials and their uses are always interesting. 
Aluminum is a new, but will probably be an 
important material for roofing. An article tell- 
ing about a big aluminum roofing job will soon 
be published. Look for it. 
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sor of the bill in the House, made 
the following statement preliminary 
to the committee’s official report: 

“The action of the Interstate and 
Foreign Commerce Committee in 
favorably reporting the Capper- 
Kelly Fair Trade Bill is gratifying 
to all believers in fair competition 
in business. 

“It is proof of the justice of the 
contention urged through many 
years that predatory price cutters 
shall not be permitted to destroy 
standard, quality goods and inde- 
pendent distributors through cut- 
throat practices. 

“The committee’s action and the 
progress of this measure will with- 
out doubt be assailed by every in- 
terest which profits from unfair 
competition. Semi-monopolistic re- 
tailing organizations and their allies 
will, as in the past, endeavor to dis- 
tort the one issue involved, which is 
honest business methods. 

“Step by step the victories have 
been won and there can be no doubt 
as to final success in the effort to se- 
cure ‘a square deal to independent 
American business.” 
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HY NOT THE FURNACE MAN? 


cleaner similar to the machine used 





ETTING profits out of a fur- 

nace cleaning service seems 
to be a debatable subject 
among furnace men. 

Some dealers say it doesn’t pay. 

Others say it all depends on how 
you go about it. 

Probably both are right so far as 
their experience goes. As we have 
heard several times of late, it de- 
pends on what use you make of the 
service. Only a few days ago we 
talked with a furnace man who has 
cleaned several hundred furnaces. 
He uses a $3,000 truck with a 


by Holland. 

His books show his average clean- 
ing bills at $12.50 a job. Out of 
this he estimates a profit of $8.00 a 
job. To most furnace men. this 
margin of profit seems way too 
high, but it must be remembered he 
is using a quick operating machine 
and has had jobs lined up weeks in 
advance. 

Contrasted to this operator is the 
average dealer who uses a portable 
machine, who doesn’t push cleaning 
and who makes only $2.00 or so 


profit. 

It is interesting to note that coal 
dealers in some sections of the coun- 
try have gone in heavily on cleaning. 
They have used cleaning as a method 
of holding customers, but most im- 
portant as a method of curing com- 
plaints against their coal. 

In most instances these cleaning 
coal dealers are making money out 
of cleaning. Their prices are set 
high enough to return a profit and 
their volume has increased as they 
have advertised. 

We can cite a typical example in 
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the cleaning business of the Com- 
monwealth Coal Company, Greens- 
boro, North Carolina. R. N. Car- 
rier is manager of this company and 
is aggressively going after cleaning 
orders. He reports that the com- 
pany is highly pleased with the re- 
sults obtained and that the coal yard 
is going to do cleaning as a perma- 
nent proposition. 

To get the orders Mr. Carrier 
used a four-page illustrated letter. 
The first page tells the cleaning 
story and is multigraphed. The two 
inside and the back page tell why 
cleaning is necessary and why it is 
worth while. 

To date Mr. Carrier’s firm has 
cleaned 143 furnaces. The 
has brought in a total of $557.20 or 
an average of almost $4.00 per fur- 
nace. 


work 


But in addition to this, the firm 
has done a considerable amount of 
furnace repairing, such new 
grates, stovepipes, etc., which has 
brought in additional revenue. It is 
the company’s intention to enter the 
cleaning field even more aggressively 
as soon as the present heating season 
is over. 

The cleaning has, according to 


as 
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The four pages 
of Mr. Carrier’s 
illustrated letter. 
This letter vividly 
shows the home 
owner why his fur- 


nace should be 


Let 


cleaned. And any Wel 


furnace man can 
double his profits 
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We are Confident that the Combination of Our Coal 
and a Clean Furnace to Burn it in is Hard to Beat ~ 


in repairs. Phone 


7180 qr 5181 and tell us when to come to vacuum clean your furnace and at the 
ame time give your heating system a thorough inspection We will also be pleased t 
ur summer price on coal. suitable for your furnace 


quote vou o 


COMMONWEALTH COAL COMPANY 


Coal Saved is 
Money Saved 


us help you select the kind of 
have chosen the Coal which we believe to be the best and an a 


coal that will produce the best result 


ght now at the new low summer price 


Telephones 5180 and 5181 


OUR COAL MAKES WARM FRIENDS 
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Mr. Carrier, been an aid in 
new coal customers, has been 
erful aid in increasing good will 
among old customers, and has made 
money. 

Practically all this cleaning work 
has been secured through direct mail 


getting 
a pow- 


solicitation. ‘The principal mailing 
piece is the four-page letter repro- 
duced here. 

The letter is worth reading. It 
contains some well-planned selling 
points and makes the service of- 


fered attractive to the reader. 
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The Dirt goes into the 
Machine and not into 
Your Cellar 


JOUR furnace has just been through 
several months of continuous ser- 
vice In that ume it 1s reasonable to 
expect that some defects may have de- 
veloped Our service department, in 
charge of a trained service engineer, will 
(without making any dust or dirt) thor 
oughly vacuum clean your furnace and 
carefully inspect your heating system to 
detect any repairs which may be neces- 

sary to put it in firsteclass condition 
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GRAVITY EXHAUST 
VENTILATION 











Ventilating a Hot Engine Room 


lished a letter from the Hanson 
Hardware Company of Ashland, 
Wisconsin, in which a ventilating 
problem was presented for our read- 


I: THE March 1 issue we pub- 


ers’ solutions. 

Two answers to the problem were 
published in the March 15 issue. In 
this issue we publish three addi- 
tional replies. The first letter is 
from the Burt Manufacturing Com- 
pany, Akron, Ohio, manufacturers 
of ventilators and other equipment. 
Their solution reads: 

“The ordinary ventilator located 
as you show the one on this building 
would of necessity have a down 
draft. 

“The ventilator is located above 
the engine so that there is a great 
deal of hot air going up to the ven- 
tilator. As hot air always tries to 
reach the highest point, a great deal 
of it goes past the ventilator to the 
top of the building, which causes a 
suction and tends to pull air back 
into the building. Not only that, 
but when the wind blows down and 


from the top of the building, a down 
draft is caused because of the ven- 
tilator’s lower position. 

“The only way, in our opinion, 
that a stationary ventilator would 
operate satisfactorily under your 
conditions would be to put on suffi- 
cient additional air shafting to raise 
the ventilator properly above the 
highest point on the building.” 

The second solution is presented 
by Walter C. Kuehn, representative 
of the Allen Air-Turbine Ventilator 
company, Detroit, Michigan. Mr. 
Kuehn’s_ solution closely follows 
that of Paul R. Jordan, who offered 
a very informative article in the 
last issue. Mr. Kuehn writes: 

“T notice an article with sketch 
in the AMERICAN ARTISAN of an 
industrial ventilation matter where- 
in it is desired to exhaust air and 
fumes; that you have already used 
three types of ventilators but they 
do not do the work required and 
that you have a back draft. 

“T enclose circular of the Allen 
air turbine, also general catalog. 
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You will note that the 18-inch tur- 
bine is rated at 85,200 cubic feet 
per hour in a 4 mile wind. The ex- 
haust of the Allen turbine is posi- 
tive. It is necessary, of course, to 
put the turbine up high enough so 
that the wind will strike it. Also, 
to secure full efficiency of the tur- 
bine (or any other means of ex- 
haust) a similar area in square 
inches must be provided for air to 
take the place of that exhausted. 

“In the lean-to engine room, size 
21 by 21 by 12 feet (average height 
the cubics would be 5,292, which 
divided into 85,200, the displacement 
of the 18-inch turbine, would indi- 
cate 14 changes per hour or ample. 
There is only one point of caution 
in the installation of this turbine, 
and that is that there’ must not be 
any other exhaust more powerful 
than the turbine that would neutral- 
ize its exhaust.” 


The third solution we are publish- 
ing is from P, H. Cotton, owner of 
the P. H. Cotton Metal Works, 
New Orleans. 

Mr. Cotton has long been one of 
our most active readers and to him 
we are indebted for many of our 
best jokes and stories, also interest- 
ing news items. Mr. Cotton says: 

“In regard to the ventilator for 
boiler room as shown on page 37, 
March 1, 1930, issue, I suggest that 
the Hanson Hardware Company use 
a square ventilator, louvre construc- 
tion of the four sides 4 by 4 by 5 
feet high, with cap. This will, I 
think, solve the troubles as to the 
down draft or suction. 

“T have tried this method on vari- 
ous boilers in various sections of the 
U. S. and have gotten very good 
results.” 











HE discussicns appearing in 
recent issues of the ARTISAN 
covering ventilation for heat 
removal from an engine room bring 
out one fact relating to a fault so 
common that it will be worth while 
to repeat it and to emphasize it. 
This fact is that ventilators are 
usually figured too small and that 
insufficient ventilation is too often 
recommended by the sheet metal 
contractor. 


You will not find a ventilator 
manufacturer exhibiting this par- 
ticular fault very often, although in 
the past the practice by ascribing 
higher than actual efficiencies to de- 
vices has caused inefficient installa- 
tions. The inclination of ‘the up-to- 
date ventilator manufacturer, how- 
ever, is to rate ventilators conserva- 
tively and to recommend the use of 
enough ventilators and large enough 
sizes to properly handle the job. 


The ventilator manufacturer does 
not recommend the generous use of 
ventilators in order to sell more ven- 
tilators on any one order. He 
realizes as well as the sheet metal 
contractor that it is easier to sell a 
few ventilators for a small amount 
of money to meet any one condition 
than it is to sell an adequate number 
of ventilators at the greater amount 
of money necessary. However, he 
also realizes that the greater num- 
ber of ventilators is necessary, and 


Ventilator Sizes 
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Paul R. Jordan is a venti- 
lating engineer of wide ac- 
quaintance and experience. He 
conducts his own_ business, 
The Paul R. Jordan Company, 
Indianapolis, specializing in 
the manufacture’ of ventilating 
equipment. 

This article deals with a fea- 
ture of ventilation which is too 
often knowingly passed over. 
Use this article in figuring 
your next ventilating job. 
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furthermore, that the only way to 
build ventilator business is to give 
satisfactory results. In other words, 
it is a short-sighted policy to trim 
down price and quantity in order to 
make a sale. 

Ventilator manufacturers are do- 
ing their part toward the upbuilding 
of ventilator business through re- 
sults and through education. Prac- 
tically every manufacturer publishes 
a table of recommended air changes 
per hour covering a number of dif- 
ferent types of problems. Heat re- 
moval, for instance, requires a min- 
imum of eight changes of air per 
hour. This is for the mild condi- 
tion of heat removal found where 
heat is generated to only a very 
small degree, and where the only 
necessity is that it shall not be bot- 
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tled in. For bad conditions, sixteen 
changes of air per hour, and for ex- 
tremely bad conditions twenty-four 
changes are needed. Twenty-four 
changes of air per hour means a big 
exhausting capacity, but it must be 
remembered that the amount of heat 
removed is only the number of 
B.t.u. necessary to heat the air to 
that difference in temperature be- 
tween the air coming in and the air 
going out. Air, particularly dry air, 
will not absorb much heat, so that 
it takes a big volume of air for the 
heat to ride out on under extreme 
conditions. 

I publish this table primarily to 
call attention to the fact that ven- 
tilation capacities are usually figured 
too low. Sheet metal contractors 
should get in touch with the venti- 
lator manufacturer for specific rec- 
ommendations wherever possible. 
These tables also give the contrac- 
tor a definite basis for comparison 
with his own figures and is of value 
for checking up purposes. 


There is no advantage in recom- 
mending ventilator capacities for 
any ventilating probleth insufficient 
to handle them properly, adequately 
and certainly. The owner may cut 
down your recommendations. He 
will never boost them. If he cuts 
them down, he does so on his own 
responsibility, and if the job is not 
a howling success he has only him- 
self to blame. He may kid himself 
into thinking the job is a success, 
but that is better than for the con- 
tractor to be under the necessity of 
kidding him into such a state of 
mind. I am led to believe that it is 
easier for an owner to kid himself 
than for a contractor to kid him 

It is true that an occasional job 
may be lost, which might be ob- 
tained by making a lower recom- 
mendation and insisting that a lesser 
number of ventilators at a lower 
price would handle the job, but a 
substantial ventilator business can 
not be built up of jobs of that kind; 
neither can a valuable reputation as 
a competent ventilation man be 
based on such practice. 
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N THE busy industrial city of 
Toledo, Ohio, a great deal of 


new cortstruction and remodeling 
is continually going on. This ex- 
pansion and_ reconstruction have 
naturally brought much work to the 
sheet meta! contractors. In addi- 
tion this remodeling has brought 
forth unusual jobs in which the in- 
genuity of the sheet metal contrac- 
tor has been taxed. 

A good example of this type of 
work is the job now being done by 
Joe Dersher of Toledo. Joe is vice- 
president of the Ohio Sheet Metai 
Contractor Association and was re- 
sponsible for the annual convention. 
He does some furnace work, but 
most of his business is in the sheet 
metal and ventilating end of the in- 
dustry. 

The job he is now finishing 1s in 
a manufacturing plant making one 
of the imitation leather fabrics. This 
company is enlarging its plant by 
erecting a new building of large size 
and doing some remodeling in its 
old structures. Joe’s firm has the 


The new round 
section indicates 
where the cut was 
made to turn the 
elkow. The new 
rectangular sec- 
tions added the 
necessary length 
for the collectors 
new position. 


contract to put on the composition 
roofing, the flashing, the gutters and 
the ventilators. 

The ventilators are probably the 
most interesting feature of the new 
work. The buildings are of the one 
story, column and truss type, with a 
monitor running down the center of 
the different bays. In the new build- 
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ing, processes of making the com- 
pany’s product will produce odors. 
impure gases and excess heat. These 
must be exhausted from the build- 
ing and to do this the ventilators are 
specified. 

The ventilators are not connected 
to any duct system, but exhaust the 
air from the peak of the monitors 
through an open throat. On the top 
of the steel trusses a wood roof, 
covered with roofing, is laid. At 
points where the ventilators are to 
penetrate the roof an opening is cut 
through the roof. This opening is 
framed in timber. Into this opening 
the collars of the ventilators are set. 
These collars are flush with the un- 
der side of the roof and extend 
above the roof for approximatcly 
three feet. A row of these collars 
down one monitor is shown in one 
of the illustrations. 


Here are the collars on one monitor ready for the ventilators to be put in position 
on them. 
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The base of the ventilator is riv- 
eted to the collar and the cone and 
deflector top with storm guard are 
then placed on the base. The ven- 
tilators used are of Arex manufac- 
ture. These ventilators are of the 
siphon type to insure the discharge 
of large volumes of air. 

When the ventilators are all as- 
sembled and the building is closed 
in, the hot gases generated will rise 
to the peak of the monitor where 
the ventilators will exhaust the 
fumes and gases into the outside air. 
Since the interior of the building 
will be all one large room and the 
machines are of a nature that in- 
dividual ducts will not be necessary, 
the roof ventilators will create suff- 
cient upward air movement to clear 
the building several times an hour. 

In the new building there are to 
be 25 of these ventilators. They 
are all of the same size—36 inch. A 
ventilator of this type and size is 


rated at a capacity of about 340,000 
cubic feet of air per hour. 

Along the sides of the monitors 
steel window sash have been put for 
light. Between the tops of the sash 
and the roofing a strip of flashing 
21 inches deep and extending back 
on the roof 6 inches is put on for 
weather protection. This flashing 
was given a slight upward tilt at the 
top edge. The flashing is carried 
down over the top of the sash and 
nailed to the framework of the win- 
dows. In the job about 1,000 feet 
of this flashing was put on. It is all 
of Toncan iron of 26 gauge, formed 
in Joe’s shop and brought to the job 
ready to apply. 

Gutters have been placed all along 
the outside edges of the building. 
These are of 20 gauge and are sup- 
ported by braces nailed to the win- 


dow framing and roof. In the whole 
job there are about 1,100 feet of 
cutter and in addition about 260 





Some of the Arex ventilators unloaded from the car and ready for assembly on 
the collars. 


feet of 20-gauge, 5-inch spouting. 
The gutter is of U shape extend- 

ing back under the roor for 6 inches 

and like the flashing given an up- 

















Here are the dimensions and forms of 
the gutter and flashing formed for the 
job. 


ward tilt at the edge as a gravel 
guard. The gutter proper and the 
cap being all in one piece eliminates 
the use of flashing above the gutter. 
A cross setion of the gutter and cap 
is shown. 

An interesting feature of the job 
entailed the moving of a large dust 
collector from a site on the new 
building to a new location in an ad- 
dition to one of the old buildings. As 
shown on one of the illustrations the 
intake pipe of the collector was not 
disturbed. A new support for the 
collector was erected on the new lo- 
cation and built to a height to put 
the collector in final position. 

Then a section of the intake pipe 
just below the bend was cut out and 
the pipe guyed to prevent its fall- 
ing. At this stage a locomotive 
crane was put into action. It hooked 
onto the collector, applied the power, 
hoisted the collector off its old base 
and swung it onto the new _ base. 
The whole moving operation re- 

(Continued on page 33) 
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Root Flange and Pipe 


HE roof flange and pipe 
shown in the accompanying 
illustration is a problem en- 


countered frequently by sheet metal 
workers. The method of develop- 
ing a pattern of this kind is not 
often understood by the mechanic, 
many times resulting in a poorly 
executed job. 

To develop the pattern for a fit- 
ting of this kind the elevation and 
profile are drawn the dimensions 
desired. X, Y and Z show a sec- 
tion of the roof flange upon which 
the pipe must fit accurately. From 
Y, draw the center line perpendicu- 


lar and next on this center line draw 
profile C the size of the pipe to be 
used. Spaces of equal length should 
be stepped off around profile C. It 
is imperative that each quarter sec- 
tion of the circle be divided into the 
same number of spaces. From each 
point on the profile draw perpendic- 
ular lines as shown, intersecting the 
lines x, y, z, which represents the 
ridge of the roof. 

Next draw the stretchout line DE 
of indefinite length. Upon this line 
step off the spaces 1, 2, 3, 4, etc., 
equal in length to the spaces on the 
profile, and draw perpendicular lines 


down from each of the points just 
located upon the stretchout line. 
From points 7-1, 6-2, 5-3, and 4 on 
line YZ draw horizontal lines in- 
tersecting the perpendicular lines of 
like number drawn down from each 
of the spaces stepped off upon the 
stretchout. Through these points 
the curved line describing the lower 
edge of the pattern F is drawn. No 
allowance is made here for the seam, 
which may be either a grooved or 
riveted seam. 

Before starting the pattern proper 
for the roof flange the line x y 
should be extended to a length equal 
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to the distance y-z. This line will 
terminate at point G. At right 
angles to the line x y g draw lines 
of indefinite length from all letters 
and figures. On the line just drawn 
from G step off distances equal to 
x-y and y-z and for convenience 
letter these points x’, y’, z’. Point 
x’ should be drawn far enough from 
G to avoid overlapping of the pat- 
tern for the roof flange, and the 
elevation. Lines are drawn at right 
angles to line x’ y’ z’ from points 
x’ and z’, intersecting the line 
drawn from x, running parallel with 
x’ y’ z’. Next, with y’ as a center 
draw a half circle using the same 
radius used in profile C, and number 
these spaces as shown. From each 
of these points draw lines of in- 
definite length, at right angles to 
x’ y’ z’. Then from points 4, 5-3, 
6-2, 7-1, 6’-2’, 5’-3’ and 4’ draw 
lines at right angles to x, y, G, in- 
tersecting the lines just drawn. 
Through these points, where lines 
of like number intersect, the curved 
line describing the opening in the 
roof flange can be drawn. 

Bends on all sheet metal patterns 
are indicated on the drawings by 
dots made on the lines, as shown on 
the line m-n. It is important that 
these dots be placed on the drawing 
where necessary, as it is often very 
difficult to locate these points after 
the pattern has been transferred to 
the metal. 


TIME PAYMENTS 
(Continued from page 21) 
more articles and before the furnace 
is paid for probably other things 
will be bought and the per cent of 
outgo to income will remain too 

high for your protection. 

This widespread situation will 
always become more acute as busi- 
ness conditions generally remain 
slack or get worse. Every setback 
in business means just that many 
more families who are hard pressed 
to meet their obligations. Even 
though they survive and do not fall 
down on payments their income is so 
tied up that they cannot take on any 
more expenditures, even though 
such expenditures are necessary. 

There would seem to be more 
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reason for slow business in this in- 
stallment buying situation than our 
business leaders have admitted. We 
all know that many things cannot 
be bought except on time and most 
of us admit that without insta!lment 
selling our prosperity would never 
have reached the heights it has been 
riding. 

The next time you have a sale 
all sewed up and it goes flat, go 
back to the office, sit down at the 
desk and begin to consider the pros- 
pect’s situation. Put all the facts 
you have together and analyze the 
financial condition of your prospect. 
You may find that you have been 
selling a man who is receptive to 
your sales argumeits—who needs 
your merchandise or your service 
the worse possible way—but who 
absolutely cannot buy from you and 
expect to pay you as he contracts. 
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No sales argument can win such 
a prospect. 

And for your good such a sale 
should not be made. 


GIFFIN SELLS OIL HEAT 
(Continued from page 19) 
return in the right foreground. 

The second job, while smaller, is 
also interesting, for it is an insulated 
job. The burner is placed in a 
corner out of the way, while the 
automatic humidifiers are right out 
in plain view. The warm air pipes 
are wrapped in insulating paper 
while the furnace itself is heavily 
insulated and painted white. The 
appearance of the entire job would 
make it appeal to the home owner 
without the additional features of 
automatic operation, constant hu- 
midity and heat, and saved space in 
the basement. 


PUT YOUR IMAGINATION TO WORK 


(Continued from page 31) 


quired only a part of an hour for a 
job which the owners figured ought 
to be a pretty ticklish proposition. 
The change made the distance 
from the collector inlet to the bend 
in the intake pipe somewhat longer 
than originally so two new sections 


all and it was ready for use within 
a very short time after the blower 
was cut off. 

Without a doubt this change in 
the location of the collector called 
for some thought and planning on 
the part of the sheet metal contrac- 
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The flashing lies under the roofing material and is bent at right angles to cover 
the top of the window frames. 


of rectangular pipe were put into 
the line. The photograph shows the 
new setup and the shiny, bright sec- 
tions are the ones put in during 
moving operations. The collector 
was not disturbed or dissembled at 


tor. As worked out it was not nec- 
essary to dismantle the collector. Joe 
used his head and not only saved the 
company a goodly sum of money, 
but he also made himself a_ nice 


profit. 
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Sound B 





usiness Practices for 


Sheet Metal Contractors 


HAT I have to say must 

necessarily be based upon 

my experience as a sheet 
metal contractor, and my sense of 
judgment as to fair play, square 
dealing and a policy of “Live and 
let live.” 

That there is need for sound busi- 
ness practice on the part of sheet 
metal contractors is very apparent, 
as no business of any character can 
be successfully conducted unless its 
policies and practices are sound. To 
conduct our business upon sound 
practices, it is necessary that we 
know our business well; that we en- 
gage in no contracts unless we are 
sufficiently equipped ; that we branch 
out only as our experience and our 
ability warrant; that we actually 
know just what our overhead costs 
are for the privilege of doing busi- 
ness; and that our contract or sell- 
ing prices are in excess of the ma- 
terial, labor and overhead costs, and 
not based upon what we suppose our 
competitors’ prices will be. 
Business in the Building Trades 

Chaotic 

The present method of competi- 
tion in the building industry has 
produced a class of sharp, shrewd 
buyers, who, for purely selfish pur- 
poses and personal gain, induce weak 
men to either accept a contract at 
what is supposed to be some other 
man’s price, or to revise an original 
bid to suit the buyer. This has 
brought about such a state of de- 
moralization, in the entire building 
industry, that it is now extremely 
difficult to engage in any branch of 
the industry upon a profitable, fair 
and honorable basis. It is all the 
more important, therefore, that 
those who hope to succeed must con- 
duct their business upon sound prac- 
tices. 


By J. E. Merrick 


President, National Ass'n of Sheet 
Metal Contractors 


As evidence of what I mean by 
saying that a state of demoraliza- 
tion exists in the building industry, 
let me call to your attention a state- 
ment recently released by the Cham- 
ber of Commerce of the United 
States. This is an organization 
which speaks with almost the same 
authority as the Federal Govern- 
ment. It is well prepared to gather 
authentic data and information and 
its officers and directors are earn- 
estly striving to remedy chaotic con- 
ditions wherever they may exist in 
business. The force of the state- 
ment, from the authority which has 
just been referred to, is this: Out 
of building operations during a part 
of the year 1929, involving approxi- 
mately 234 billions of dollars, the 
net loss, on the combined projects 
by the combined forces which were 
engaged, was approximately 2 per 
cent. 

Cooperation and Fair Dealing 

Needed 


Closer cooperation between archi- 


tects, general contractors, manufac- 
turers, material dealers and sub-con- 
tractors, and a practical application 
of the Golden Rule injected into the 
business of all those who are a part 
of the building industry, is essential, 
before the industry will be stabilized 
and elevated to the position it right- 
fully deserves. 

“Whatsoever you would that men 


should do unto you, do you even so 
unto them.’ No person has the 
right to expect fair and honest 
treatment in the way of quality, 
service and satisfaction, while en- 
couraging and abetting cutthroat, 
and unfair competition without re- 


gard to the responsibility or the abil- 
ity of those with whom we are asked 
to compete. Moreover, we cannot 
hope to stop the practice of bid ped- 
dling, or other underhanded meth- 
ods resorted to by some in order to 
secure a contract, if we ourselves 
engage in any like practice. ‘“What- 
soever you would that your competi- 
tor should do unto you, do you even 
so unto your competitor,’ would be 
a profitable rendering of the Golden 
Rule for all of us in the building 
trades. 


Have a Policy and Stick to It 


Sound business practice requires 
that our estimates be made after a 
careful take-off of quantities, so as 
to arrive at the actual cost of the 
material and labor required ; adding 
thereto the overhead cost, being sure 
that you know and have included all 
the items that are and must be con- 
sidered overhead expenses. To the 
sum total of these you should add 
what profit you feel yourself en- 
titled to. This amount should be 
your first and only bid. And no 
influence, statement, promise or 
rumor should persuade you to 
change your original bid. Contracts 
secured under any other method are 
unsound, dangerous, and invariably 
result in too small a profit, if not an 
actual loss. Following any other 
policy than this means to be actively 
helping to establish, as custom, all 
the evil practices that are fast de- 
stroying the fundamental worth of 
what should be an honest and legiti- 
mate business. All of us, who are 
in any way a part of the building 
industry, whether architects, general 
contractors, manufacturers, mate- 
rial dealers .or sub-contractors, 
should and must realize that, in the 
pursuit of our professions, we ren- 
der a service to society for which 








March 29, 1930 


society should and will pay a rea- 

sonable compensation. 

Must Give Value for Value Re- 
ceived 

This just and reasonable compen- 
sation, however, depends upon the 
manner in which those who are a 
part of the building industry con- 
duct their business. Again I say, it 
appears to me that, in order to con- 
duct our business by sound practices 
and upon a profitable basis, the en- 
ergy and influence of those who are 
in any manner connected with the 
building industry should be directed 
towards the establishment of the 
Golden Rule in business. “Whatso- 
ever you would that men should do 
unto you, do you even so unto 
them.” 

Having reached the limit of my 
ability to discuss the importance of 
sound business practices for sheet 
metal contractors, I shall take the 
liberty of infringing on your time a 
little more, to bring to your atten- 
tion an accomplishment of the Na- 
tional Association of Sheet Metal 
Contractors, that stands out fore- 
most of all the efforts of trade asso- 
ciations in the interest of and for 
the benefit of society. 

“Standard Practice in Sheet Metal 
Work” 


After years of labor upon the part 
of the National Association, the 
Trade Development Committee’s 
book, “Standard Practice in Sheet 
Metal Work,” is a reality. Some of 
you may have already seen this 
book, some of you may have already 
purchased one or more copies. Now, 
while “Standard Practice in Sheet 
Metal Work” will be very useful 
and, in fact, indispensable to every 
sheet metal contractor, the full bene- 
fit of the work will not be reaped 
until a copy is in the office of every 
architect, building engineer, builder 
and general contractor, and in use 
in every public library and trade 
school in this country, so that the 
practices outlined therein may be- 
come standard practice in reality. 
The proper distribution of this book 
is up to the membership of the na- 
tional association. Every effort 
should be made by the individual 
members and the local and state as- 
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sociations to see that this proper dis- 
tribution is speedily accomplished. 
The national association has been 
highly complimented upon this work 
by the American Institute of Archi- 
tects, the United States Bureau of 
Standards, and many professors of 
technical and trade schools; the 
book being recognized by them as a 
valuable asset to the building indus- 
try and the community in general. 
One hundred copies of “Standard 
Practice in Sheet Metal Work” are 
now on the high seas, en route to 
Sidney, Australia, a bona-fide order 
for them having been received from 
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that city. This demonstrates the 
value that is placed upon the book; 
and it should be conclusive proof to 
the sheet metal contractors of this 
country of their very real interest in 
an immediate and proper distribu- 
tion of this important work. 

In conclusion, let me repeat that I 
am indeed glad to have had this op- 
portunity of being with you. If any- 
thing I have said creates inspiration 
to renewed energy in our efforts to 
raise the standards of our industry 
to a higher plane, I will be amply 
repaid for the time necessary to 
make this trip. 











Has Any Reader Ever Used 
An Insurance Guarantee 


On His Furnace Jobs? 


UARANTEEING {furnace 
G installations is a common fea- 

ture of present day furnace 
selling. But guaranteeing the in- 
stallations through an insurance 
policy to be effective over a stipu- 
lated period of time is an altogether 
different proposition. 

These remarks are called forth as 
a result of a letter received recently 
from R. M. Nordquist of the Nord 
Furnace Company, Moorhead, Min- 
nesota. Mr. Nordquist asks for our 
ideas on the subject and any infor- 
mation we may be able to supply. 
We do not have any information on 
the subject so we publish his letter 
as received and ask our readers to 
send us any information, either per- 
sonal or by hearsay, they may have 
on file. Mr. Nordquist says: 

“We have been giving a consider- 
able amount of thought about an 
insurance contract on warm air heat- 
ing systems similar to the following 


policy: 

“After the heating system passes 
a thorough inspection and is put in 
first class condition for a stipulated 


sum of money, we would agree to 
keep the said system in that condi- 
tion for a period of five years. We 
would also give it a complete clean- 
ing every spring, furnish and re- 
place all necessary parts such as 
new smoke pipe, grates, fire-pots or 
complete castings should any or all 
of these parts burn out during the 
life of the contract. 

“We would appreciate your opin- 
ion, or perhaps you can put us in 
touch with some heating authorities 
who are using a policy similar to 
this. Any information as to its 
practical use would be highly appre- 
ciated.” 

If any reader has tried out such 
a policy we would appreciate his 
writing us telling how it worked 
out, how much such a guarantee cost 
and how he figured his maintenance 
to be sure replacement and labor 
costs would be fully covered. In 
case any reader has heard of a deal- 
er who has such a policy, send us 
his name and address and we will 
get in touch with him and get the 
details. 
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The floor plan shows the 
warm air runs from the fur- 
nace to the registers. Also 
the cold air returns. The 
worst draft is across the 
hall and the doors to the 
living and dining rooms. 
Why the drafts? 


This House Has Floor Drafts— 
HOW WOULD YOU FIX IT> 


IRCULATION of warmed air 
C within a house heated with a 

warm air furnace is to be de- 
sired, but the presence of floor drafts 
of cold air is quite another. It fre- 
quent!y happens that when a house 1s 
completed and occupied the owner 
complains of the presence of these 
drafts. 

To our knowledge there are as 
many reasons why these drafts exist 
as there are reasons why we don't 
like the weather. Solving the rea- 
sons for these drafts is an indica- 
tion of the true ability of the heat- 
ing man as an analyst. 

A problem in this field has been 
sent us. We have our own ideas as 
to why these floor drafts-exist and 
we are willing to tell them, but we 
would like to see just how some of 
you furnace installers work out 
these problems and how close we 
come to your analysis of the situa- 
tion and its causes. 


In giving us the details the owner 


of the house says: “The house is 


new. It is a ready cut house, but 
seemingly is tight and without cracks 
or spaces where air movement can 
begin. Doors and windows fit as 
tightly as usually found in a wood 
house. 

“Our observations seem to indi- 
cate that the real cause of the air 
movement is in the heating system. 
There seems to be a decided move- 
ment of the cold air going to the 
furnace and this is especially notice- 
able around the doorway between 
the living room and the hall. There 
is also movement in other rooms of 
the first floor. So far we have not 
had these drafts in the second floor.” 

The drawing is the architect’s 
plan of the first floor. The heating 
system is shown in its proper loca- 
tion with the leads for warm air and 
cold air as they were actually built 
into the house. The leads of the 


warm aid and the cold air returns 
are given, so are the sizes of the 
pipes. 

The owner of the house also says 
that he believes the heating plant 
consumes at least two tons of fuel 
a season more than it should. The 
furnace has a 24-inch fire pot and 
is of standard make. Now we all 
know that two tons of coal a season 
is hardly worth arguing about. Any 
fairly poor fireman could easily 
waste that amount of fuel without 
even having to get up a half hour 
later. But just for the sake of ar- 
gument you might also give any 
ideas on how a different layout for 
the system could save fuel. 

If you enjoy solving cross word 
puzzles take this problem home with 
you, sit down and look it over. Then 
send us your solution to the diffi- 
culty and tell how you would change 
the system or the floor arrangement 
to eliminate this trouble. 
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RANDOM NOTES 





Andrew Lewless of Saginaw, 
Michigan, is happy over the accept- 
ance of the association to hold the 
convention in Saginaw next year 
and delighted also that the summer 
outing is to be a trip through the 
Upper Peninsula. He told about 
the accommodations provided in the 
heart of the woods. A big cabin 
with an open fireplace is ready for 
those who want to spend a night 
in the big woods. 

x * x 
So They Waited 

A story is told of two Chicago 
furnace men who hired a horse and 
trap for a little outing not long ago. 
Upon reaching their destination, the 
horse was unharnessed and permit- 
ted to graze peacefully while the 
men fished for an hour or two. 

When they were ready to go home 
a difficulty presented itself, inas- 
much as neither of them knew how 
to re-harness the horse. Every effort 
in this direction met with dire fail- 
ure, the worst problem being to ad- 
just the bit properly. 

Finally, one of the furnace men 
in deep disgust, sat down in the 
road. 

“There’s only one thing we can 
do, Pete,” said he. 

“What’s that?” asked Pete 

“Wait for the dam-fool horse to 
yawn.” 

% «4 

J. F. (Jim) Filavelle, traveling 
engineer of the Meyer Furnace 
Company, called up last Tuesday to 
say hello. The day he passed 
through the wind was howling 
around the office, pedestrians were 
walking down the center of “loop” 
streets and the snow was falling for 
all the world like Xmas. 

Which reminds us that we have 
had a darned long winter, and that 
by spring we shall probably need a 
new smoke pipe in the old furnace 





BY 
SIDNEY ARNOLD 








and perhaps some cementing done 
on the castings. 

Jim’s train was a half hour late 
getting out of Chicago, or at least 
that is what the railroad officials 
said, so rather than brave the wind- 
swept streets he used the phone. 
We're glad to hear from him and 
hope he got to his destination safely. 

@ae)-4 
High Powered Salesmanship With 
a Vengeance 

The cheerful agent stepped into 
the business man’s private office and 
set his grip on the floor. “I have 
here,” said he, “a patent glass cut- 
ter for twenty-five cents. It is 
known as—” 

“Don’t need any glass cutter,” 
snapped the business man. 

“Ah, you don’t need a glass cut- 
ter. Well; then, I have here a 
vacuum cleaner that sells for $4. It 
is now in use in thousands of 
homes. It is—” 

“TI don’t need a vacuum cleaner.” 

“Well, perhaps not, but then I 
have something else here that will 
certainly interest you. It is a phon- 
ograph that retails for the small 
sum of $11. There isn’t another 
phonograph in the world that—” 

“T wouldn’t buy a phonograph ‘on 
a bet,’ growled the business man, 
getting red in the face. 









AND SKETCHES 


“Well, | am surprised. But then, 
I have here a panorama camera 
which sells for $27. It will take 
the widest scope—” 

“No camera today!” yelled the 
business man. 


“Well, then, I have a $423 auto- 
mobile which combines all the nec- 
essary features of the higher priced 
machines and—” 

“For the love of Mike!” screamed 
the business man. “I'll take a glass 
cutter. Here’s your quarter. Now 
get out.” 

“Thank you,” said the agent. 
“That’s all I had to sell in the first 
place.” 

oe ee 


The editor and one of our adver- 
tising representatives spent all of 
the third week of March traveling 
over Indiana by car. We talked to 
many sheet metal men, most of 
whom were optimistic about busi- 
ness conditions. 


One of the things which im- 
pressed us greatly was the diversity 
of work being stressed by the vari- 
ous shops. In one shop we found 
that marquises had opened a new 
and profitable field for the owner. 
In another the shop was specializing 
in industrial ventilation. In a third 
roofing was being pushed and cop- 
per, zinc and galvanized iron were 
stocked for a busy season. In yet 
another the owner had established 
himself as an authority on air con- 
ditioning in factories and had built 
up a business which was giving him 
steady and profitable operation. 

There’s a thought well worth con- 
sidering in this. 

b<% 
Stocked Up 

Clerk: “There’s a furnace sales- 
man outside with a mustache.” 

Owner: “Tell him I’ve got a mus- 
tache.” 
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Michigan Travelers’ Auxiliary 
Holds Annual Meeting 


Wednesday morning during the 
Michigan Sheet Metal and Roofing 
Contractors’ convention, held at the 
Book-Cadillac Hotel, Detroit, the 
Travelers’ Auxiliary met in the 
Crystal Room of the same hotel. 


A good majority of the boys were 
on hand when President Fred 
Bishop opened the meeting. Presi- 
dent Bishop suggested that every- 
body rise in turn and give his name 
and company connection as a means 
of introduction. 


Secretary W. W. Chalk read the 
minutes of the last meeting and sev- 
eral letters from members who were 
not able to be present. A telegram 
from Bill Amelung was also read. 


Fred Green read a draft of a let- 
ter he suggested be sent to the 
salesmanagers of all concerns sell- 
ing to the sheet metal trade in the 
state of Michigan, this letter to out- 
line the purposes of the Travelers’ 
Auxiliary and ask that they approve 
and urge their salesmen becoming 
members. 


After several suggestions were 
made it was voted that the letter 
be sent out. 


Hugh Doherty, chairman of the 
Entertainment Committee, outlined 
the work of his committee and told 
in detail the arrangements for the 
evening’s banquet. 


Frank Ederle came in to pay a 
visit and he gave a short talk, ex- 
plaining what the contractors hoped 
to do in connection with the Allied 
Construction Industries program of 
credit rating. 


Chairman of the Nominating 
Committee, Arthur Lamneck, 
brought in the following names as 
candidates for the offices for the 


coming year. All were unani- 
mously elected: 

President—Wayne Young. ° 

Vice-President—F. C. Bowers. 

Secretary-Treasurer — Alfred 
Green. 

Sergeant-at-Arms — Walter C. 
Gram. 

W. W. Chalk, a most efficient 
secretary for many years, asked to 
be relieved of the job. He was 
given a rising vote of thanks for 
his unusual faithful service for the 
past many years. 


Here’s Program of 

National Warm Air 

Association Meeting 
The program for the seventeenth 

annual convention of the National 

Warm Air Heating Association has 

just been announced. The program 

as now outlined is published below. 
Tuesday, April 15 
Morning Session 

9:00 a. m.—Registration, Hotel 
Statler. All present are request- 
ed to register. There is no regis- 
tration charge. 

10:00 a. m.—Call to Order—Presi- 
dent Triggs. A Welcome to De- 
troit. President’s Message. “‘Busi- 
ness Analysis in Merchandising,” 
R. E. Caldwell, Milwaukee, Wis- 
consin. Summarized Conclusions 
of Latest Information Relative to 
Research in Warm Air Heating 
and Report of Research Advisory 
Committee. Note——Details of re- 
search work Wednesday morning. 

12:30 p. m.—Recess. 





Tuesday Afternoon Session 
2:00 p. m.—Call to Order. “Stand- 
ard Code Committee Report,” 
Professor J. D. Hoffman, chair- 
man, Joint Code Committee. “Our 
Better Business Activities,” I. L. 
Jones, chairman, Better Business 
Committee. Jack Stowell, field 
representative. “Trade Practice 


Rules Governing Warm Air Fur- 
nace Manufacturers,” B. G. Wat- 
son, association counsel. 

4:30 p. m.—Recess. 

6:30 p. m.—Banquet, Hotel Statler. 
Informal and delightful appealing 
menu; varied and special enter- 
tainment. Don’t miss it! 

Wednesday, April 16 


Room No. 1 
9:30 a. m.—Call to Order. Manu- 
facturers’ session. All manufac- 
turers are urged to be present. 
Officers’ Reports. “Our Publicity 
Work,” H. T. Richardson, chair- 
man, Publicity Committee. “Why 
Loan Companies Should Encour- 
age the Use of Warm Air Heat- 
ing,” paper and discussion. Other 
matters important to you. 
Room No. 2 


10:00 a. m.—Second Research Ses- 
sion and Round Table Discussion. 
Everybody welcome. Golf if you 
like. 


Announce Details for 
Indiana Association 
District Meetings 


Harry A. Beaman, chairman of 
the Board of Governors of the 
Sheet Metal and Warm Air Heat- 
ing Contractors’ Association of In- 
diana, Inc., announces the following 
district meetings: Fort Wayne dis- 
trict, May 2; Lafayette district, ’ 
June 20; Indianapolis district, July 
26; Richmond district, August 29; 
Terre Haute district, October 24, 
and the Vincennes district Decem- 
ber 12. 


The District Governors in charge 
of these meetings will be Frank De 
Weese of the Fort Wayne district, 
Louis Lehnen. of the Lafayette dis- 
irict, Ralph R. Reeder of the In- 
dianapolis district, D. R. Swisher of 
the Richmond district, R. L. Get- 
man of the Terre Haute district, 
and W. C. Teschner of the Vin- 
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cennes district. All arrangements 
will be in the hands of these gov- 
ernors for their respective meetings. 
The town names designated refer to 
districts. The meetings may be held 
in some other town than that from 
which the district takes its name, at 
the discretion of the District Gov- 
ernor. The former meeting of the 
Richmond district in 1928 was held 
at New Castle. There is talk of 
holding the Vincennes district meet- 
ing at Evansville. 

The State of Indiana is divided 
into eleven districts, which are 
named after cities nearest their cen- 
ter. Each of these districts is pre- 
sided over by a District Governor 
who resides within his district. 
These District Governors, together 
with the first vice-president of the 
association as chairman, make up 
the Board of Governors who handle 
all matters pertaining to district 
meetings. The Board of Directors 
is a separate board handling asso- 
ciation matters. 





Copper and Brass Research 
Association Move Midwestern 
Office to Chicago 


The Copper and Brass Research 
Association announces the opening 
of its Midwestern office in the 
Builders’ Building, Chicago. 

The office will be under the direc- 
tion of L. C. Leimkuehler, who had 
charge of the office when it was lo- 
cated in St. Louis. 

The Midwestern office will co- 
operate with the trade in the follow- 
ing states: Ohio, Michigan, Indiana, 
Illinois, Missouri, lowa, Wisconsin, 
Minnesota, Kansas, Kentucky, Ar- 
kansas and Nebraska. 





Illinois Travelers’ Auxiliary 
Guards Details of Program 
For the 1930 Convention 

The Illinois Travelers’ Auxiliary 
since its first inception has been host 
to the Sheet Metal Contractors’ As- 
sociation at the banquet and dancing 
party. This entertainment is the 
feature of the annual convention. 
This year the convention will be 
held at Springfield, Illinois, St. 
Nicholas Hotel, April 8, 9 and 10. 

Much secrecy is connected with 
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the entertainment feature of the 
banquet, but every one of the offi- 
cers who attended the board meeting 
at Springfield recently will tell you 
it’s going to be a “wow’—to be 
sure to bring your wife with you, 
so she also can enjoy a real treat. 

The business program which the 
contractors have prepared will be 
the most instructive of any of the 
state conventions held so far this 
year—and that is saying something. 

All sheet metal contractors are 
urged to attend regardless of 
whether or not they are members of 
the State Association. The Illinois 
folks will appreciate the opportunity 
to show prospective members what 
it means to be a member of a live 
business organization. 

The Illinois Travelers are proud 
of the fact that they do not solicit 
contributions or donations to pay 
the expense of the banquet. This 
is one of the uses to which the an- 
nual dues of $7 are put; another is 
to defray cost of printing the an- 
nual roster which appears just after 
the convention. 

Manufacturers and jobbers who 
sell to the sheet metal, warm air 
heating and kindred trades in IIli- 
nois, it will pay you to route your 
men so that they will be in Spring- 
field April 8, 9 and 10. 





Announce 1930 Annual 
Convention of Illinois 
Sheet Metal Contractors 

As this issue of the ARTISAN goes 
to press a program of the Seven- 
teenth Annual Convention of the 
Sheet Metal Contractors Association 
of Illinois has just been announced. 
We have not had time to inquire 
into the nature of the papers so we 
can only publish the program as 
issued, 

The convention will be held in the 
St. Nicholas Hotel, Springfield, Illi- 
nois, April 8, 9 and 10, 

Tuesday, April 8, 1930 

The meeting will open with reg- 
istrations and a meeting of the 
Board of Directors. 

President J. C. Neuman of the 
Springfield local will call the con- 
vention to order. 

The address of welcome will be 


. 
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given by Mayor J. Emil Smith of 
Springfield. 

The response and President’s ad- 
dress will be given by Joseph J. 
Walters, president of the State As- 
sociation. 

The first address on the program 
will be given by Joseph G. Dingle 
of Ottawa, a certified public ac- 
countant, who will discuss “Over- 
head and Accounting.” 

In the afternoon, Jack Stowell, 
Special Representative of the Bet 
ter Business Bureau of the National 
Warm Air Heating Association, will 
talk on furnace selling and adver- 
tising. 

A moving picture given by the 
American Rolling Mill Company 
will be shown in the evening. 

Wednesday, April 9, 1930 

After a business session, J. E. 
Merrick, President of the National 
Sheet Metal Contractors Associa- 
tion, will deliver an address. 

This will be followed by a talk 
by Richard Mansfield, “Sheet Metal 
Price List and Discounts.” 

The banquet and entertainment 
by the auxiliary will be given in the 
evening. 

Thursday, April 10, 1930 

George Harms will give the first 
address of the day. He will talk 
about the trade development book, 
“Standard Practice In Sheet Metal 
Work.” 

This talk will be followed by a 
round-table discussion between the 
sheet metal contractors and the 
members of the auxiliary. 

Election and installation of new 
officers and business sessions will 
fill up the remainder of the last day. 











Illinois Sheet Metal Contractors’ Asso- 
ciation, Hotel St. Nicholas, Springfield, 
Illinois, April 8, 9, 10, 1930. Charles L. 
Radtke, 1049 East 8th Street, La Salle, 
Illinois, Secretary. 

National Warm Air Heating Associa- 
tion, Detroit, Mich., April 15, 16, 1930. 
A. W. Williams, 174 E. Long Street, 
Columbus, Ohio, Managing Director. 

National Association of Sheet Metal 
Contractors, Fort Pitt Hotel, Pittsburgh, 
Pennsylvania, June 10 to 13, 1930. W. C. 
Markle, 336 Fourth Avenue, Pittsburgh, 
Secretary. 
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Shooting Gallery Equipment 


From Alvan C. Buehrens, 426 Leon- 
hart Street, Sturgeon Bay, Wis. 


| should like to know who makes 
shooting gallery equipment, moving 
targets, backgrounds, etc. 

Ans.—Arcade Manufacturing 
Company, Freeport, Ill.; A. Ludwig 
& Company, 75 Spring Street, New 
York City; C. W. Parker Amuse- 
ment Company, Leavensworth, 
Kans., and Powers Manufacturing 


Company, Waterloo, Ia. 


Mounted Ball Bearings 


From Tierney Rotor Ventilator Com- 
pany, 239 Fourth Avenue, South, 
Minneapolis, Minnesota. 


Can you tell who makes mounted 
ball bearings for both radial and end 
thrust for low speed use? 

Ans. — Norma-Hoffmann Bear- 
ings Corporation, 310 South Mich- 
igan Avenue; L. C. Smith Bearings 
and Parts Company, 2633 South 
Michigan Avenue, and Western 
3earings Company, 3012 Calumet 
Avenue; all of Chicago. 


Soapstone Marking Crayons for Black 
Iron 


From J. A. Brandt, Instructor in Sheet 

Metal, Mooseheart, Illinois. 

Can you inform us where we can 
purchase soapstone in strips approx- 
imately 1%” thick and 34” wide, for 
marking on black iron? 

Ans.—Equipment Supply Com- 
pany, 542 West Washington Blvd., 
Chicago. 

“New Quaker City” Lawn Mower 
From W. A. De Weese, 1016 North An- 
thony Blvd., Fort Wayne, Indiana. 

Please tell me who makes the 
“New Quaker City” lawn mower. 

Ans.—Supplee-Biddle Hardware 
Company, Philadelphia, Pennsyl- 
vania. 

Radiator Shields | 
From L. C. Noland, 271 Chemeketa St., 

Salem, Oregon. 

Can you tell me who makes radi- 
ator shields? 

Ans.—Beh and Company, 1140 
Broadway, New York City; Hart 
and Cooley Manufacturing Com- 
pany, New Britain, Connecticut ; 
The Thomas & Armstrong Co., 


London, Ohio; and Tuttle and 
Bailey Manufacturing Co., Old Col- 
ony Bldg., Chicago. 
“Charavay” Exhaust Fan 

From Christianson Sheet Metal Works, 

Chicago. 

Please tell us who makes the ven- 
tilating exhaust fan which has 
blades like an aeroplane propeller. 


Ans.—This is known as_ the 
“Charavay” and is made by Hartzell 
Industries, Inc., Piqua, Ohio. 
Equipment for Retinning Milk Cans 
From Fargo Furnace Works, corner 2nd 

Ave. and 3rd St., North, Fargo, North 

Dakota. 

We should like to know who 
makes equipment for retinning milk 
and cream vats. 

Ans.—Re-Tinning Manufacturing 
Company, 3021 Greenview Ave., 
Chicago, Illinois. 

Elbow Machine Made by Purnell 
From Lenz & Mann, Orville, Ohio. 

Can you tell us who makes the 
elbow machine manufactured by 
Enoch Purnell ? 

Ans.—Maplewood Machinery 
Company, 2638 Fullerton Ave., 
Chicago. 

Electrically Operated Humidostat 
From Miller’s Heating and Sheet Metal 

Works, Inc., 216 East Ferry St., Buf- 

falo, New York. 

Please tell us who makes the elec- 
trically operated humidostat. 


Ans.—Johnson Service Company, 
1355 West Washington Blvd., Chi- 
cago, Illinois. 

Aluminum Solder 
From E. H. Ward and Company, 1100 

Cowles St., Lansing, Michigan. 

Please tell us who makes alumi- 
num solder. 


Ans.—L. B. Allen Company, Inc., 
6727 Bryn Mawr Ave., Chicago, 
Illinois; Ziener Aluminum Solder 
Company, Rockford, Illinois. 

Automatic Stokers for Soft Coal 
From T. Fraser James, % Montgomery 

& Crawford, Spartanburg, South Car- 

olina. 

I should like to know who makes 
automatic stokers for soft coal. 
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Ans.—Combustioneer, Inc., 1835 
South 55th Ave., Cicero, Illinois; 
Iron Fireman Mfg. Co., Portland, 
Oregon; Thomas Stoker Co., 5906 
Park Ave., Cleveland, Ohio; Su- 
perior Stoker Corp., 4206 N. Union 
Blvd., St. Louis, Missouri, and Uni- 
flow Stoker Company, Sidney, Ohio. 
New and Used Sheet Metal Tools 

and Machinery 
From Herbert Schramm, 6831 25th Ave., 

Kenosha, Wisconsin. 

I should like to know where I 
can get new and used sheet metal 
tools and machinery. 

Ans.—New: Bertsch and Com- 
pany, Cambridge City, Indiana; 
Dreis and Krump Manufacturing 
Company, 7404 Loomis St., Chi- 
cago; Hyro Manufacturing Com- 
pany, 200 Varick St., New York 
City; La Salle Machine Works, 
3013 S. La Salle St., Chicago; Mar- 
shalltown Manufacturing Company, 
Marshalltown, Iowa; Niagara Ma- 
chine and Tool Works, Buffalo, 
New York; The J. M. and L. A. 
Osborn Company, 1541 East 38th 
St., Cleveland, Ohio; Rockford 
Sheet Steel Company, Rockford, 
Illinois; Jos. T. Ryerson and Son, 
Inc., 2558 West 16th St., Chicago; 
Stanley Electric Tool Company, 
New Britain, Connecticut; Peck, 
Stow and Wilcox Company, South- 
ington, Connecticut; W. A. Whit- 
ney Manufacturing Company, Rock- 
ford, Illinois. New and Used 
—Interstate Machinery Company, 
100 South Jefferson St., and Maple- 
wood Machinery Company, 2638 
Fullerton Ave., both of Chicago. 

Used 8-Foot Cornice Brake 
From E. J. Wagner, Dodge, Nebraska. 

Can you tell me where to buy an 
8-foot used cornice brake? 

Ans.—Interstate Machinery Com- 
pany, 100 South Jefferson St., and 
Maplewood Machinery Company, 
2638 Fullerton Ave., both of Chi- 
cago. 

Small Cork Screws 
From Paul Weiershauser, 123 Maple 

Ave., Muscatine, Iowa. 

Do you know who makes small 
cork screws? 

Ans.—Erie Specialty Company, 
Erie, Pennsylvania, and C. T. Wil- 
liamson Wire Novelty Company, 
Newark, New Jersey. 
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NEW ITEMS and NEWS ITEMS 
From and about the M anufacturers and | Jobhers 

















Jay Barton Forms 
New Company in 
Heating Field 


Jay Barton, well known in the 
warm air heating industry, has or- 
ganized, and is directing, the opera- 
tion of a new firm known as the 
Heating and Ventilating Engineer- 
ing Co., Not Inc. The company is 
acting as manufacturers’ representa- 
tives for the sale of heating and 
ventilating specialties to jobbers and 
contractors. It is announced that a 
feature of their sales policy will be a 
complete and reliable engineering 
service. The company’s offices are 
located in the Monadnock Block, 
Chicago. 


Robert L. Reichenbach 
Opens New Furnace and S. M. 
Shop in Bay City, Mich. 

Robert L. Reichenbach has just 
written us that he has gone into the 
furnace and sheet metal business for 
himself. 

His address is 1308 Marsac 
Street, Bay City, Michigan. 

He wants to get catalogues, litera- 
ture and price lists from various 
manufacturers and jobbers of sheet 
metal and furnace products. 


H. Crossley, Utica, N. Y., 
Sheet Metal and Furnace 
Man Moves Shop 

We have just received a letter 
from Henry Crossley of Utica, New 
York. Henry has moved his shop 
from 1414 Fincke Avenue to 217 
South Street, Utica. 

Henry also requests us to publish 
notice to all interested that he wants 
to get catalogues from manufactur- 
ers of furnaces, fans, humidifiers, 
air washers, registers, furnace fit- 
tings, thermostats and blowers. 

He is interested in equipment for 
burning fine coal in warm air heat- 
ing systems. 


Pittsburgh Jobbing District 
Holds First Conference of 
Weir Furnace Dealers 


Demmler Brothers Company, 
Pittsburgh, eastern distributors of 
Weir furnaces, have just staged a 
conference of dealers which proved 
to be one of the most successful 
meetings of its kind held in that 
part of the country. 

More than 100 dealers attended 
the conference and gained from it 
information and ideas which should 
prove of great value to them in sell- 
ing furnaces. 


All who attended were provided 
with individual rooms at the splen- 
did new Keystone Athletic Club, 
whose facilities were placed at the 
disposal of all their guests through 
the courtesy of the Demmler 
3rothers Company. 


The sessions were held in the 
spacious meeting rooms, where the 
banquet and luncheons were also 
served. An indication of the inter- 
est shown on the part of the dealers 
is evidenced by the fact that the 
program on Thursday night lasted 
until after midnight, and many re- 
mained to listen further to Jack 
Stowell, who “held forth” for more 
than three hours following the din- 
ner. Music was furnished by means 
of radio (including the Amos an’ 
Andy episode, except for which the 


evening would not have been com- 
plete), and motion picture comedy 
provided entertainment. The Mey- 
er Furnace Company’s photoplay, 
“Happiness,” was also shown to re- 
emphasize this unique and highly 
successful selling help. 

In addition to Jack Stowell, the 
program included a talk by L. I. 
MacQueen on “Business as It Ap- 
plies to the Furnace Dealer.” D. 
McLane Taylor addressed the con- 
ference on “Selling Furnaces on the 
Extended Payment Plan.” 

The concluding speaker was 
Frank E. Mehrings, general man- 
ager of the Meyer Furnace Com- 
pany, who addressed the convention 
on the subject, “Selling Quality.” 
Larsen-Bennett Company 
Changes Name to Western 
Mineral Products Company 


The Larsen-Bennett Company of 
Omaha, Nebraska, has just an- 
nounced a change in the company 
name. ‘The new company will be 
known as the Western Mineral 
Products Company. Offices will be 
at 2602 Ed Creighton Avenue, 
Omaha, Nebraska. The change will 
take effect between now and the 
first of April. 

The new company will be under 
the same ownership and manage- 


ment as the old company. 





More Than 100 Dealers Attended the Demmler Bros. Conference. Here 
Are the Boys 
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Armco Has New 
Pocket Manual 
Ready to Mail 

The American Rolling Mill Com- 
pany has just published a new 
pocket sized manual on Armco 
sheets and formed products. The 
little book describes the different 
sheets and products made by the 
company and gives information 
about the manufacture and features 
of the products. 

Among the products described are 
blue annealed and black sheets, 
standing seam and roll roofing, V 
crimp roofing, ribbed seam roofing, 
corrugated roofing, and metal tile 
and shingles. 

Illustrations are shown of various 
products made by sheet metal prod- 
ucts manufacturers from Armco. 

In the back of the booklet tables 
of suggested weights for roofing 
and drainage parts, and complete 
details on the dimensions of Armco 
corrugated and roofing sheets. A 
table of weight and approximate 
thickness of sheet metal is also in- 
cluded. 

This reference booklet is available 
to any reader who wishes to write 
the company for it. 


Parker-Kalon Corp. 
Issues New Catalogue 
Showing Products 


Sheet metal and furnace men who 
use screws and nails for fastening 
pipes and products to masonry walls 
and other difficult materials will be 
interested in a new catalogue just 
published by the Parker-Kalon Cor- 
poration, 200 Varick Street, New 
York City. 

The book describes the company’s 
self tapping sheet metal screws for 
joining sheet metal and making 
fastenings to sheet metal. Details 
are also given on the drive screws 
for making fastenings to iron, brass, 
aluminum castings, bakelite and 
steel. 

The hardened screw nails and ma- 
sonry nails for making fastenings 
of sheet metal to wood and mason- 
ry, concrete and brick are also de- 
scribed and illustrated. 

The pages contain tables and 
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illustrations of the products show- 
ing sizes, shapes and other valuable 
data. 

The chapters tell all about the 
products and how they can be used. 
Many of the tables and uses are 
shown in blue print form. In addi- 
tion to describing uses, the pages 
show how the company’s products 
should be used and also many of 
the uses for the nails and screws. 





Stanley-Unishear 
Sheet Metal 
Cutting Tools 


The Stanley Electric Tool Com- 
pany, subsidiary of The Stanley 
Works, New Britain, Connecticut, 
announces the purchase of the trade 
name, stock on hand, tools, jigs, fix- 
tures, etc., of the Unishear Com- 
pany, 270 Lafayette Street, New 
York City, and will continue the 
manufacture and development at 





their main plant in New Britain, 
Connecticut. 

One of the items of the line used 
by sheet metal men is the “Mighty 
Midget” for cutting sheet metal and 
other similar materials. The capac- 
ity of the “Mighty Midget” is 18 
U. S. gauge (.050 inch) sheet iron, 
other materials in proportion. The 
“Mighty Midget” can be used to cut 
not only such materials as_ sheet 
steel, aluminum, copper, etc., but 
also linoleum, fabric, fibre, leather, 
cardboard, wire mesh, and other 
sheet materials of this nature. 

The unit weighs only 614 pounds, 
and with a minimum radius of 1 
inch will handle all cuts—straight, 
curves or notches. It is claimed to 
cut up to speed of 15 feet per min- 
ute. 

The Stanley Electric Tool Com- 
pany will be glad to supply anyone 
interested with information covering 
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the multitude of uses where the 
“Mighty Midget” will save money 
through saving time and _ labor 
wherever hand snips are now used. 





DAVID P. THOMPSON, IN- 
LAND STEEL OFFICIAL, 
PASSES AWAY 


AVID P. THOMPSON, assist- 

ant to the president and direc- 
tor of the Inland Steel Company, 
Chicago, died at Miami Beach, 
Florida, at 4 a. m., Monday morn- 
ing, March 24, 1930, from pneu- 
monia. 

Mr. Thompson is survived by one 
son, Alexis, age 15. Funeral serv- 
ices will be held Thursday morning, 
March 27, at 11 o’clock, from the 
home of Mr. Frank McCandless, at 
443 East Washington Street, New- 
castle, Pennsylvania. 

Mr. Thompson was born August 
3, 1880, at Newcastle, Pennsylvania. 
He was the son of the late Alexis 
W. Thompson, who at one time was 
president of the Republic Iron & 
Steel Company and later president 
of the Inland Steel Company. 

After graduating from Andover 
Academy and Yale University, he 
entered the employ of the Republic 
Iron & Steel Company, later becom- 
ing president of the Sharpesville 
Furnace Company, Sharon, Penn- 
sylvania. He entered the employ of 
the Inland Steel Company in 1912, 
and at the time of his death was as- 
sistant to the president, in charge of 
operations. 

He also held offices in the follow- 
ing subsidiaries of the Inland Steel 
Company : 

Inland Tar Company, president. 

Indiana Harbor Homes Company, 
president. 

Inland Collieries Company, vice- 
president. 

Inland Lime & Stone Company, 
president. 

He was director of the following 
companies : 

Susquehanna Ore Company. 

Wakefield Iron Company. 

Canisteo-Cliffs Company. 

Holman-Cliffs Company. 

Mahland Iron Company. 
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Air Conditioning System in White House Office Building 


Presidents will work in year- 
round comfort, hereafter, whatever 
may be the weather in Washington. 
An air-conditioning system is being 
installed, in the restoration of the 
interior of the White House execu- 
tive office building, after the recent 
fire, which will manufacture weather 
of the right temperature and relative 
humidity. 

This system’s more spectacular 
service will be to keep the building 
cool during the eight hot months of 
the Washington year, but its func- 
tion in winter will be no less impor- 
tant, for it will protect the occupants 
from the effects of improper venti- 
lation and overheated dry air, which 
medical authorities now recognize 
as the cause of much winter illness. 

The windows will be kept closed 
the year round, thus excluding noise 
and dust, yet the manufactured 
weather inside will be maintained 


by automatic thermostats and hu- 
midity regulators with a relative hu- 
midity around 50 per cent, which is 
ideal. Not all of the president’s 
staff will want exactly the same de- 
gree of warmth, but that can be 
controlled in each office. 

The decision to put air condition- 
ing in the executive offices had been 
made before the fire. 

Outdoer air will be brought 
through an intake under the back 
stoop of the building, drawn through 
a filter which will remove dust, soot 
and germs, then blown through a 
chamber filled with atomized water. 
This washes out the last of the for- 
eign matter and, through control of 
the temperature of the water, adds 
humidity when the heated air would 
be too dry in winter or precipitates 
out excess moisture when it is too 
humid for comfort in summer. To 
chill this spray water when humid- 


ity must be taken out of the air, a 
centrifugal refrigerating unit sup- 
plying the equivalent ‘of 30 tons of 
ice melting each 24 hrs. (enough to 
put 25 Ibs. of ice a day in the re- 
frigerators of 2,400 families) will 
be installed in a small room exca- 
vated under the front steps of the 
building. The rest of the air-con- 
ditioning apparatus, surprisingly 
compact for its capacity, goes into 
one corner of the existing basement. 
There will be no exposed pipes or 
ducts upstairs, the air coming in 
near the ceilings of the offices 
through openings concealed by orna- 
mental plaques that blend into the 
decorations and being exhausted 
through inconspicuous grilles near 
the floor level. The whole system 
is being sound-proofed so that there 
will be no mechanical noise from 
it audible in the offices, and so that 
the air ducts will not transmit sound 





See CRYSTAL—Booth 94-95 Seventh Annual Oil Burner Show, Chicago, April 7th to 21st 
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Listed and 


Labeled by 


Underwriters 
Laboratories 


— this oil burner will give | 
perfect heating results with y/ | 
the warm air furnace — | 


—Quickly installed without change in or addition to turnace 
or flues. No bricking up of fire pot... No need to remove 
grates, doors or dampers... 


Besides, Crystal employs the efficient BLUE FLAME of com- 
plete combustion. Hence, NO SOOT—-NO SMOKE—NO 
CARBON—NO ODOR... 


\ No moving parts inside furnace. FEW outside. SIMPLE... 
STURDY ...DEPENDABLE. Send for Crystal Sales Plan. 


_ CRYSTAL Prams Oil Burner 


“Turns Oil to Gas...Then Burns the Gas” 
CRYSTAL OIL BURNER CORP. 


1440 Broadway, New York City 
i. 
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) LOCKSEAM 


) : « * “ 


HE FINEST elbow ever made. Double lock seamed 

on the outside—added strength where it is most 
needed, an exclusive Barnes feature. Twice the usual 
number of crimps—less distortion of metal—smoother 
curve—angle more accurate—longer taper—easier fit. 
Accurate as to size and full weight guaranteed. Every 
elbow plainly trademarked, with size, gauge and 
A angle. 


— oe 





Use Barnes Products to Build Better Business 


4425 W. 


Barnes Metal Products Company - {2 &: - Chicago, Illinois 


MANUFACTURERS OF CONDUCTOR PIPE, ELBOWS, EAVES 
TROUGH AND FITTINGS. ALL SIZES, ALL METALS 
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work about its durability and economy.” 





Cuas. T. KORNBRODT, Kansas City, GEORGE F, CARRAHER of St. Louis, 
Mo., says: ‘‘We are using many tons of Mo., says: ‘‘The Anaconda trade-mark 
Anaconda Copper every year with results helps us land many a contract. It is the 
most satisfactory in every respect.’’ customer’s guarantee of quality.’’ 





Pui. F. Kromer, Columbus, Ohio, JouN P. Curran, Scarsdale, N. Y., 
says: ‘‘We believe that Anaconda is one says: ‘‘Selling the public on quality is 
reason for the steady increase in our becoming easier every day. A case in 
business.” point is Anaconda Copper.” 
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Read what experienced 


Sheet Metal Contractors 


Say about 


W. J. SCHWEITZER, Flint, Mich., says: 
“We stick to it because there is no guess- N A OND A OPPER 


ALL OVER THE COUNTRY you will find 
leading sheet metal contractors who say 
they are finding business increasingly profit- 
able by standardizing on Anaconda Copper. 
No long arguments are necessary to sell it. 
They know their customers feel that this 
widely advertised product installed by 
capable, experienced workmen means the 
job will be satisfactory in every respect. 

Architects and engineers know they can 
depend on the unvarying quality of 
Anaconda Copper. Manufactured with the 
highest metallurgical skill by the world’s 
largest and most experienced producers of 
Copper, Brass and Bronze, Anaconda Sheet 
Copper is of uniform gauge. Its unvary- 
ing quality and workability are due to the 
exacting Care accompanying every step in 
its manufacture and production—from 
mine to consumer. 

Stocks of Copper in rolls, Economy Strips 
and flat sheets are maintained by leading 
distributors, assuring prompt deliveries to 
all sections of the country. The American 
Brass Company, General Offices, Waterbury, 
Conn. Offices and agencies located in all 


Principal Cities. 








Look for the name ANACONDA in every sheet and strip. Leading Supply Houses carry it 
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Every Incu GUARANTEED 
astoweght...gauge... quality 





2538 ea) 2 





HATIS true literally. You know 
yo true by the well known 
Chase Trade Mark on every length 
of Chase Copper Gutters and 
Downspouts. This mark makes you 
surer than ever of doing work that 
lasts... that pleases your cus- 
tomers and leads to other profit- 
able jobs. 

But all Chase Metal you use car- 
ries the same assurance—soft roll 
copper .. . flat strip copper... 
copper roofing accessories. It’s all 


full weight . . . tested and guaran- 
teed as to gauge and quality. 

Thus Chase assures for you the 
finest materials . . . provides also, 
the promptest deliveries through 
18 Chase warehouses all over the 
country. Ever try this service? Do 
it once and you'll come back often 
to the warehouse nearest you. 


‘ Remember 


Chase Copper Nails 
will make the job 


rustless throughout 


CHASE CopPER LEADERS «2 GUTTERS « FLASHINGS 
A PRODUCT OF CHASE BRASS & COPPER CO.—Incorporated— Waterbury, Conn. 


WAREHOUSES— New York . . . Boston... Newark... Philadelphia... Baltimore . . . Cincinnati . . . Cleveland 
Detroit... Chicago...St. Louis... New Orleans... Los Angeles...San Francisco... Buffalo 
Milwaukee .-. . Minneapolis . . . Seattle . . . Oakland . . . (Also Branch Offices in Pittsburgh and Dallas.) 
Canadian Rep.: W. E. Booth Co., Ltd., Toronto, Ontario. Mills and Home Office, Waterbury, Connecticut. 
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THE IMPROVED 
“UNXLD’ DAMPER QUADRANT 


LARGER BEARING SURFACE 


HYRO 





A New Quadrant for regulating 
dampers in hot and cold air ducts, blower systems, 


etc., with these improvements: 


LARGER BEARING SURFACE. The new type 
quadrant provides a much larger bearing surface for 
the rod, ‘eliminating the possibility of the rod slipping 
out, and also does away with the objectionable rattling 
of the damper. 





MALLEABLE IRON HANDLE. The handle of the 
new quadrant is made of malleable iron. It is more 
rigid than the old handle and makes a much neater 
installation. 


REDESIGNED FRAME. The frame of the 3” 
quadrant is smaller than that of the old model. This 
size was determined to be the most practical for regu- 
lating dampers that require a 3%” quadrant. The frame 
of the 4” quadrant will remain the same size. 








Patented 
Dec. 28, 1919—No. 1,326,096 


MALLEABLE TRON HANDLE 











HYRO 
DIAL DAMPER REGULATOR 















on small and medium 
size dampers. Quick- 
ly attached. Made in 
two sizes—%” to fit 
3%” Damper Quad- 
rants or Dial Damper 
Regulators and %” 
to fit %” Damper 
Quadrants. Fur- 
nished in galvanized 
finish only. 






Showing a set of HYRO DAMPER 


; +> Sen 
aS a BEARINGS attached to a damper 


No. 1,324,620 ~ 
X\ 





in connection with a Hyro Damper 


. O ‘ 
SS Quadrant. 


HYRO DAMPER ROD CLIP 


Offers a quick and easy means of 
fastening square rod to dampers, 


Easy, because the rod is fastened 
firmly to the damper without drilling 
—and consequent weakening of the rod. 
And quick, because the drilling opera- 
tion is eliminated. Made for the fol- 


” ” 


Here is another practical and efficient device for 
regulating small and medium size dampers in hot 
and cold air ducts, blow pipes, etc. It was designed 
to meet the demand for a less costly damper regula- 
tor than our “Unxld” Damper Quadrant. 


The Hyro Dial Damper Regulator is of very 
simple construction. It is easily and quickly at- 
tached to either curved or flat surfaces. It requires 
only two bolts or rivets to hold it absolutely rigid. 


The graduated dial shows at a glance the exact 
position of the damper in the duct. 

When tightened, the wing-nut locks the damper 
in the desired position, giving absolute control of the 
passage of air. 

Made of steel to fit %” square rod or Hyro 
Damper Bearings. Furnished in an electro-galvan- 
ized finish only. 


lowing sizes of square rod: %”, : 
5%”, %” and %”. Furnished in gal- 


vanized finish only. 





Patented April 4, 1922 
No. 1,411,945 








Showing a rod attached to a damper 
by two HYRO DAMPER ROD 
CLIPS in connection with a Hyro 
Damper Quadrant. 




















Other HYRO Time-and-Labor Saving DAMPER ACCESSORIES 


HYRO MANUFACTURING COMPANY, Inc. 


202 VARICK STREET NEW YORK 
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O guess work about Toncan! 

The sheet metal contractor 
who specifies Toncan knows his 
product is impervious to rust and 
corrosion and the ravages of time! 
He knows that Toncan is not harmed 
by fire, and that Toncan roofs, 
properly grounded, make lightning 
rods unnecessary. 


Toncan is a scientific alloy of pure 
iron, pure copper and molybden- 
um. Hundreds of contractors use 
Toncan for hundreds of uses. 


AMERICAN ARTISAN 


TONCAN 
and know 


you're right! 





Culverts, piping, down spouting, 
roofs and metal lath made of Toncan 
build good will for the sheet metal 
contractor. Manufacturers use 
Toncan for washing machines, 
stoves, refrigerators— wherever 
resistance to rust and corrosion 
is essential. 


A free booklet on Toncan and its 
uses awaits you. Write for it. It 
may show you the way to bigger 
profits, better friends. 


CENTRAL ALLOY STEEL CORPORATION 
Massillon (and Canton) Ohio 


OPW e NEUSHLIT 29%, 

r. % 
«1 0N > 
te $ 

“ens 


%q?" COPPER 


WORLD’S LARGEST AND MOST HIGHLY SPECIALIZED ALLOY STEEL PRODUCERS 
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Chicago Warehouse Metal and Furnace Supply Prices 


AMERICAN ARTISAN is the only publication containing Western 
Metal, Furnace Supply and Hardware prices corrected bi-weekly 


Note: These Prices Are Chicago 
Warehouse Prices of Metal, to 


Which Must Be Added Freight 





to Cities Outside of Chicago 
METALS COPPER and No. 2 Check FIRE POTS 
Shoots, Cinlonge Gees. ..-..» SERS meses Smoke Pipe Geo. W. Diener Mfg. Co. Each 
Tubing, seamless, Chicago 7 =~ = ye Ah Rig peat Ng ‘ * +4 02 Gasoline Torch, 1 
PIG IRON REMB cast nasaccer eee 30%c ot ee Rigs en Seerrrrrrrepeerrrrrryrs $5 13 
Chicago Fay., = go ag Se ay inc 50 Gina, GREE aca is bw Sioc<s'0s 9 00 se 9250, Kerosene, or | 
Se er $19 5C — — — ” . ee 95%¢ Adams’ Piney Metal Gasoline Torch, 1 qt.... 6 
Pn RM Pile. O58. Boi cco 19 01 an CRVICP ...-ereerecees No. 10 Tinner’s Furn. 
Lake Superior ( cuareses ioe fa i 2 AD $6.50 7 imch, doz..........-..++. $1 60 Square tank, 1 gal..... 11 20 
petrneee 4 tia’ 3 0 to 27 04 American eae as a ORR aes: 2 20 i. i Sie Sn 
IG ok. ka cc acee ken ewe See GRR ks Se ele ina se alen as 5 9 inch, dos £ gee N TT NRE 3 go heund tonk, 2 ast 10 70 
10 inch, DE ce ccccveccoceceee ied 2 so tee 
vuner QUALEEE FLATES TIN Se ON MR as coe sn nas'etin 3.50 No. 21 Gas Soldering Fur- 
CHARCOAL TIN P. Bier eS oh oa per 100 lbs. $42 00 14 inch, doz................ 5 00 MOMS: Sysrioere tis esa 3% 8 06 
Ic 20x28 112 sheets...$22 50 Pig TR soe .ctw per 100 lbs. 40 00 No. 110 Automatic Gas 
i = ee ot abe ae oe +4 HARDWARE 5 H E E > EAVES TROUGH Soldering Furnace .... 10 50 
shee 9 
2.22 cress gee es +4 METAL S U PPLIE S, Galv. Crimpedge, crated. .75-10% 
aiciiediailie WARM AIR FURNACE re re 60% GLASS 
Per Box FIT TINGS AND ACCES- ELBOWS Single Strength, A, all 
IC 20x28, 40-Ib. 112 sheets.$25 00 IE brackets agen beegeeesoen 85% 
IX 20x28, 40-lb. 112 sheets. 27 75 SOR S. © 
20x28, 25- 9 onductor Pipe Single Strength, B, all 
IC 20x28, 25-lb. 112 sheets. 21 16 
IX 20x28, 25-lb. 112 sheets. 23 80 ASBESTOS ee RE errr ey 87% 
IC 20x28, 20-lb. 112 sheets. 19 55 Paper up to 1/16........ 6c per Ib. Galv. plain or corrugated, Double Strength, A, all 
IV 20x28, 20-lb. 112 sheets. 22 05 = woe aha és tt dae per >. round flat Crimp, iad Seakele ... os... 3 meee,” 85% 
oar ° os c per 1b. BE DOUBO occ cerctoeccnccess 
“ARMCO” INGOT IRON PLATES Corrugated paper (250 MEMES... chs tcs cen 45% ee Saree. & all e140 
No. 8 ga.—100 Ibs.......... $4 15 sq. ft. to roll)....$6 00 per roll PED a srecwsicecesn5uee 15% athe iy Sse ak ih 
3/16 in.—100 Ibs............ 4 05 ASBESTOS SEGMENTS 
a 3 85 ee oe per 100 sets $7 30 Galv. Terne Steel m 
COKE PLATES ab cicce RRS BR pute me ant me. Corr. neues 
Cokes, 80 lbs., base, 20x28. $12 a ie | ere = per 100 sets 10 50 = pa aerkers seers a Conductor Pipe 
Cokes, 100 Ibs. base, 2028. 18 78 BRUSHES 24 gauge vee. e esses. 16%  Mileor Perfection Wire. ....25% 
on, 107 Ibs., base, Ic Furnace Pipe Cleaning 
EEN 3 ee 12 75 Square Corrugated 
Pore 135 lbs., base, IX Bristle with handle, each $0 75 
ey ae 14 75 dh y a wc ug WP sincesivanciay) 50% Eaves Trough 
Cokes, 155 lbs., base, 2X re eee EO Pe ee 35% Milcor Steel (galv. after 
oun sheets oe ones 8 60 CEMENT, FURNACE forming) from list ..... 45% 
A lingam 9 35 American Seal, 5-1b. cans, net $ 40 Portico Elbows Milcor Selflock E. T. Wire, 
Cokes, 195 lbs., base 4X, American Seal, 10-lb. cans, net 80 Se ea ah ae petty i 10% 
sana... ce. ’ 2. 10 25 American Seal, 25-1b. cans, net 2 00 Standard Gauge Conductor Pipe, 


BLUE ANNEALED SHEETS 


Base 10 ga..... per 100 lbs. $3 35 
“Armco” 10 ga.per 100 lbs. 4 15 


ONE PASS COLD ROLLED 
BLACK 


No. 18-20 ...... per 100 lbs. $3 85 
SS a per 100 1 00 
a | ar per 100 lbs. 4 05 
RSA per 100 Ibs. 4 15 
EDs. Be osc 0senee per 100 lbs. 4 20 
ee per 100 Ibs. 4 30 
> EP ssceeseen per 100 Ibs. 4 45 
a ee per 100 Ibs. 4 55 
“ARMCO” GALVANIZED 

“Armco” 24..... per 100 Ibs. $6 15 

GALVANIZED 
Me WE cach ses per 100 Ibs. $4 10 
_ Se ) a ee per 100 lbs. 4 20 
oe ae per 100 lbs. 4 40 
SS Terre per 100 lbs. 4 45 
(Standard differentials on extras 

to apply) 

oS eee per 100 lbs. $4 60 
i. See per 100 lbs. 4 85 
i ee” acewwe eae per 100 lbs. 4 95 
Se See > per 100 lbs. 5 10 
ee are per 100 lbs. 5 50 

BAR SOLDER 
Warranted 50-50 per 100 Ibs. $25 25 
oe Rr per 100 lbs. 24 10 
| Rees eee per 100 lbs. 23 05 
Plumbers’ ..... per 100 lbs. 21 15 

ZINC 

Re GR -pnceueecscuteccscee $7 35 

SHEET ZINC 
Cask Lots (600 Ibs.)....... $12 00 
Sheet Lots (100 Ibs.)....... 13 00 

BRASS 
Sheets, Chicago base........ 24 ee 
ee Rea 23% 
ao brazed, Chicago base 31%e 
lg FE eae 30%c 
Tubing, seamless, Chicago 
RO ie etre” 9%c 

8 BO ee eee 28%c 
Wire, Chicago base......... 24%c 
BE EE 55 0 6b506 esos 0 en'seu 23%ec 
Rods, ae Bs 60s0es08 22%c 


PEE. 6 even ceuws per 100 ibs. 7 50 


CHIMNEY TOPS 
Adams’ Ronee 


Wt. Doz. Price Doz. 
er oO} eee 11 00 
a ee > ae 11 50 
2 re 13 50 
Serre ae 15 00 
Dives esean Sr 16 50 
hk ae ee 18 00 
Je err eee 22 00 
ear oo ee 36 00 
CLINKER TONGS 
ER. 50 xeon chek eadestssuks $1 50 
CLIPS 
Damper 
No-Rivet Steel, with tail 
pieces, per gross........ $9 50 
Rivet Steel, with tail 
pieces, per cross........ 7 50 
Tail pieces, per gross..... 2 40 


CORNICE BRAKES 
Chicago oe Bending 


SOOO. ED cea Wildes ese Net 
CUT-OFFS 

Gal., plain, round or cor. rd. 
a. MET eee ee 30% 
ee eee ree 35% 

DAMPERS 

Taniee 7 S vend 

a ae ee” $1 60 
H inch, yo PTT ee ee 2 20 
9 inch, Gs seo veka ss Dates a 2 60 
20. SR, SE vc odvssesancees 2 80 
i | UP ee 3 50 
ee er re 5 00 

ADAMS No. 1 CHECK 

Check and Collar Complete 
fo” 5 eer reer 2 00 

SN 2's o's 6 0a Bieht 2 25 
End Check Only 

ee eee ee 1 60 
OM 8 ere 1 85 
Collar Only 
SO Nk Per re ere or 50 
ee eee 65 

No. 2 CHECK 

S.A, CR. s 00:0 0855056 shs 1 00 
De I c a0s saeee ceas 00 


1 
10% Disc. on Adams No. 1 


plain or corrugated. 


BOE GOGO 060.0 0:00 0,0 6% 70 &5% 

Nested solid ......... --70 & 5% 
Sq. Corr., A. & B. & Soteeen, 

2S BOUBS csvcvccvevcccsees 50% 

BE NG sisc.ccsacvessuaseet 35% 
Portico 

BP Oe sy vce access 45% 
Copper 

16 o2., all designs.......... 40% 
Zinc 

oe | errr irr erereree 60% 


ELBOWS—Stove Pipe 


l1-piece Corrugated. Uniform Blue 
“Milcor” No. 28 Gauge. Doz. 


Re ea $1 15 
SE Shas oth ov oe v.ceecksoek 1 25 
T PR hi 06600 chee nese ess 1 75 


Adjustable—Uniform Blue 


“Milcor” No. 28 Gauge. Uniform 
Blue. 

SS PRA rr ee eee $1 60 

er rrrrrerr ae 1 75 

eC er rey rs 2 10 
WOOD FACES—60% off list. 

FENCE 
726-6-12%42% (100 rods)....$28 68 
1948-6-14%% (100 rods).... 43 62 


FILES AND RASPS 


Heller’s (American) ...... 50-10% 
ae See eCere aeew evn 60-10% 
Pe RPP ere 50% 
Black "pimond 2+ beeen nanae 50% 
PPP re 50% 
GORE “WEStOER voccccccccvass 50% 
maeeeney & Foot... scscsvscee 50% 
ON Ee rere 50% 
Es 0'c6 0.0.0. 0b 00n60 s 005 50% 
rere «++ -50% 


HOOKS 


Conductor 


“Direct Drive’ Wrought 
Iron for wood or brick. .156% 


HUMIDIFIER 


“Front-Rank,” Automatic 
In singte 2088 iccccctse coer 50% 
In lots of 10 or more.....50-5% 


In lots of 25 or more....50-10% 
Vapor pans, etc., each...... 50% 
LIFTERS 
Stove Cover 
Coppered ......-. per gro. $6 00 
RIBSER  owecccces per gro. 4 75 
MALLETS 
Tinners 
BEIGROTF wc cvecsccs per doz. $2 20 
MITRES 
Galvanized steel mitres 
28 gauge ...... eodectovevecse 70 
i” ere ree eee 60-20 
NAILS 
ee NR, BERS ocd occa hee $3 75 
Wire 
Common Wire, L. C. L... 2 85 
Cement Coated ...a.2s5sh0> 2 85 


(Continued on page 52) 
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Perforated Metals. 
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PLAIN & ORNAMENTAL 


Perforations 
For All 
Screening & ‘Grading 
Operations 
Architectural Grilles 
Radiator Enclosures 
Safety Guards 


and 
Innumerable uses 


































THE FARRINGTONG KING PERFORATING (0. 


5649 FILLMORE STREET - CHICAGO, ILL., U.S. A. 
New York Office, 114 Liberty St. 








ROCKFORD 


Elbows — Miters, 
Hangers, Etc. 


DRILLS— HAND TOOLS 


“—-_ 24-hour service =, 
ROCKFORD SHEET STEEL CO., ROCKFORD, ILL. 


EAVES TROUGH 








FLOOR VENTS FOR 
THEA- 
TERS 


Positive Air 
Control at 
Floor Level 


AEOLUS DICKINSON 


Industrial Division of Paul Dickinson, Inc. 


3340 S. Artesian Ave. CHICAGO, Il. 




















NOW you will KNOW 


your costs 


EGINNING with the next issue American 

Artisan will publish a series of articles on 
COST ACCOUNTING. This course of in- 
struction will be written by J. G. Dingle, C. 
P. A., who has had many years of experience 
in working out bookkeeping and cost problems 
for sheet metal and furnace men. 








See that your bookkeeper reads these articles. 











EFFICIENT 


Soldering reduced to one operation—the application 
of heat. No separate fluxes to hinder your soldering 
—no wasted time—no spoiled materials. Increase 
your savings by using Kester Acid-Core on every 
sheet metal job; increase your profits by selling 
,nationally advertised Kester Acid-Core Metal Mender. 


FROM ALL JOBBERS 


KESTER SOLDER CO., 4241 Wrightwood Ave, Chicago, Ill. 
Established 1899—Formerly Chicago Solder Co. 


KESTER 
SOLDER 
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BC Wg... Cee 6:00 66606002009 6% 13 
Aeolus-Dickinson Co. 
Agricola Furnace Co.......+--+ 
Alamo Heater Co.......+++e+6+ 
American Brass CO.....+++++++ 46 
Fdy. & Furnace Co. — 
Furnace Co......+-- 


American 
American 


American Wood Register Co... — 
American Rol'ing’ Mill Co..... — 

‘ . 9 
Auer Register ©Co.....-.++ee+++5 12 


B 
Barnes Metal Prod. Co.......-- 44 
Berger Bros. C0......++++++50% 55 
Bertsch & Co.....--.seeeeereee 53 
Braden Mfg. Co......-.s++ee05 45 
Brillion Furnace Co......+++++ 
Brundage Co. .....--+-e+-sceees _ 
Cc 
Central Alloy Steel Corp......- 49 
Chase Brass & Copper Co....--- 47 
Connors Paint Co., Wm.......-. 13 
Copper & Brass Research As- 
sociation ......cessseereeres _ 
Crystal Oil Burner Corp......- 43 
D 
Deniston Co. ......--eeeeceees —_ 
Diener Mfg. Co., Geo. W....-- 55 
Dreis & Krump Mfg. Co.....-- 53 
Hostion Ash Co....6..6..20055 98 
E 
Eller Mfg. Co........cseseceses me 
Emrich, C., CO0......+sssecceee 8 


Enterprise Boiler & Tank Wks. — 


F 
Fanner Mfg. Co... ....--seeee. _ 
Farris Furnace Co.......+-++++. me 
Forest City - Walworth Run 
PES GO. 4 ce ed vost weness 9 
Fort Shelby Hotel...........- -- 
Fox Warmace Co... ..scccvecces 11 
H 
Harrington & Kinz Perf. Co... 51 
Hart & Cooley CO.......sseees 10 
Henry Furnace & Foundry 
a eT ret ih ae © iy ee 4 


Hess Warming & Ventilating 


ee. eee be Vike eae pikes -_— 

Wm. Highton & Sons Div.. —_— 

Bowen Co., & M..cicscsicccss = 

SG SEE. Civico sae si cecetess 48 
I 

Independent Reg. & Mfg. Co... 12 

eo eee 59 

International Nickel Co........ _ 

Interstate Machinery Co.,...... — 
K 

mebter  WRe Cb. 5.6 eis cdesexs 51 


ae Or ee _ 


AMERICAN ARTISAN 


ADVERTISERS’ INDEX 


The dash (—) indicates that the advertisement runs 
on a regular schedule but does not appear in this issue. 


L 
Lakeside Co. .....--eseececees 10 
Lamneck & Co., W. E......+-. —_ 
Lamson & Sessions Co., The.. 12 
Langenberg Mfg. Co........- oo 
Larsen-Bennett Co. ........-. 13 
Lastik Products Co.........--- -= 
La Salle Machine Works...... -— 
Lennox Furnace Co............ 5 
London Furnace Co........... 13 
Lupton’s Sons Co., David... - 
M 

Marshall Furnace Co.........-. _ 
Marshalltown Mfg. Co......... 53 
May-Fiebeger CO; 2.2... sees —— 
Melllvaine Burner Corp....... 3 
Meyer & Bros., F....0.cececnse oS 
Meyer Furnace Co............. 7 
Midland Furnace Co........... oo 
Miller & Doing, Inc........... _ 
Milwaukee Corr. Co...Back Cover 
Minneapolis - Honeywell Regu- 

Pntee (0.- 60.0 dbn' sd es Ween wns _ 


Munkel-Rippel Heating Co..... 8 


Mt. Vernen Furnace & Mfg. 
Ga. wa. es bi eb aeh o eked 10 
N 
National Super-Service Co..... — 
O 
Osborn Co., The J. M. & L. A. — 
P 
Parker-Kailon Corp. .......... — 
Payne Furnace & Supply Co... 16 
(2 ee a eee eee 58 
Peerless Foundry Co........... 8 


Premier Warm Air Heater Co. 15 


R 
Revere Copper & Brass, Inc.... — 
Richardson & Boynton Co..... 6 
Roebingwn Co., A. Bis. ccecess _- 
Rock Island Register Co... .... — 
Rockford Sheet Steel Co....... 51 
Puy Parmees CO... ccs vetas. 2 
Ryerson & Sons, Inc., Jos. T. 53 
S 
Gall-Mountain Coy... scksca sos _ 
wueer (0... Wee BE is eee ees eves 10 


Standard Fdy. & Furnace Co... — 


Bt. Teen TOP. TM he Ser e > 

Success Heater Mfg. Co....... -— 

og 7 DS sR ee ae a 12 
- 

POP, TR er ae nbs sees 55 
Technical Products Co......... —_ 
Vv 
Viking: GWORP -CBi. i. ok de cds 58 
W 
ER DR A os. 5 oc ek ok —- 
Western Steel Products Co..... — 
Wine Purmacd Co:..5.6 65.066. 0ses od 
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PASTE 
Asbestos Dry Paste 
200-lb, barrel .......... $15 00 
100-lb. barrel ........0- 7 75 
SO-tb. GO cieresscvens 4 50 
SGetU,> WR ok os ies san'eds 2 50 
DORTO; RR wicieveeseesas 1 20 
Se eee rer es 60 
POKERS, FURNACE 
eee ee ry ry $0 75 
POKERS, STOVE 
Nickel Plated, coil handles, 
DOP TE ea nccWebaseveroes $1 10 
W’r’t Steel, str’t or bent, 
COR I Siete beacewensaws 0 75 
PIPE 
Conductor 


Cor. Rd., Plain Rd., or Sq. 


Galvanized 


Crated and nested (all 
gauges) 7 


Crated and not nested 
(all gauges) 


Furnace Pipe 


Double Wall Pipe and 
Fittings 


Single Wall Pipe, Round 
Galvanized Pipe 


Galvanized and Tin Fit- 
tings 


Lead 
PE RE as 6 deb cnes san $12 50 


Cees errr eeeee 


Stove Pipe 


““Milcor” ‘“‘Titelock’”’ Uniform Blue 
Stove 


28 gauge, 6 inch U. C. 

DEORE diaeWss cox errr 
28 gauge, 6 inch U. C 

a Fs Ae 12 00 
28 gauge, 7 inch ‘ 

| | ee an vcoe 26 OO 
30 gauge, 5 inch U. C 

nested ...... esdses coe 10 36 
80 gauge, 6 inch 

0 re ee ae . 11 00 
30 gauge, 7 inch U. C. 


UHI -Kecbeveciess vs os : 


T-Joint Made up 


6 inch, 28 ga.... per doz. $3 40 


All Zine 
No. 211, all etyleescsisars «++ .60% 
PUTTY 
Commercial Putty, 100-lb. 
ME 3. 0o 0 be Xbaes Sanleas Cups $3 
QUADRANTS 
Malleable Iron Damper...... 10% 


REDUCERS—Oval Stove Pipe 


Per Doz. 
1—6, 
cart 


Ce 


REGISTERS AND FACES 
Floor Registers 


Except Cast Iron....... 40&10% 

COM TIGR had 6a cneteeene 20% 
Baseboard 

tg OT Ot Leere 40&10% 

LePIGO i ciccnvedicsens 40-10&20% 


Adjustable Ventilators 
Adjustable Cold Air Faces 40&10% 
Adjustable Ventilators. ...40&10% 


RIDGE ROLL 
Galv. Plain Ridge Roll, 
WOO ices ceva en aces 76-15-5% 
Galv., Plain Ridge Roll, 
GOGRGR: si inviadeséetant 75-15% 
SCREWS 
Sheet Metal 
7, %4x%, per gross........ $0 52 


No. 10, %x3/16, per gross 68 
No. 14, %x%, per gross.. 83 


SHEARS, TINNERS’ 
& MACHINISTS’ 


VERE: (6. Stk veshnin $22 06 
Lennox Throatiless 
PO RD earn heheh hweeweinncs 35% 
SROaP WIGRO 505s ok vei cick 10% 


(f. 0. b. Marshalltown, Iowa) 


SHIELDS, ADJUSTABLE 
RADIATOR 


No. 1 “Gem” 11 to 17 inch...30% 
No. 2 “Gem” 14 to 24 inch...30% 
No. 3 “Gem” 35 to 65 inch...30% 


SHOES 


Galv. 28 Gauge, Plain or Cor- 
rugated, round flat crimp. .60% 


26 gauge, round flat crimp...45% 
24 gauge, round flat crimp...15%- 


EE Pee ere gee yp Net 
SQUARES 
Peet ONE WOR. «oes oe chansons Net 
(Add for bluing $3 per doz. net) 
oo eos UDGWs 0:09 6044 bN CHAS Net 
Be tev vadsvatscedicecneseeied Net 
SEF ONE BOvel. oc.civiccvcesvccteat 
cya ie ee ee ery Net 
POR aks cee nobhoes per doz $6 00 
Bg er mee 10% 
STOPPERS, FLUE 
CN aac centce¥s per doz. $1 10: 
Ok: WG Le ev see's --perdoz. 1 10 
Gem, flat, No. 3....perdoz. 1 00 
VENTILATORS 
SE awkaas> ¥isiawis 20 ty Aner 
SGN i sn ci aie b ceeds anne Cebe Net 
WIRE 

Black annealed wire, No. 9, 

er. G00: Tce hes<s ee eens $3 45 
Cattle Wire—galvanized catch 

weight spool, per 100 lbs. 3 75 
Galvanized Plain Wire, No. 

J. 2. | BAe 3 90- 
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Dreis & KRuMP MANUFACTURING Co. 
\e | 7404 Loomis Street Chicago 














Our Line 
Light a and hea heavy 























———wp_. machinery for 
4 all classes of 
sheet metal, 





plate and 


i SI 


that make extra profits 
for 
THE SHEET METAL SHOP 


Rotary Throatless Shears 





—hand or power operated 


Plate Bending Rolls 


Splitting Shears 
IMMEDIATE SHIPMENT FROM STOCK 


More than twenty kinds of prime quality sheets are carried in B l Shea 
stock. There is a erecta sheet for every oa Also Bars, eve TS 
Angles, Rivets, Bolts, Tools and Metal-Working Machinery. 


Write for Journal and Stock List : Punch Presses 
JosePu T. RYERSON & SON wc. Pressure Gauges 


Chicago yy Jersey City Buffalo Philadelphia 
Address Dept. A. A. for Catalog 
MARSHALLTOWN MANUFACTURING CO. 
Marshalltown, Lowa 





























Detroit Cincinnati Cleveland Boston 
When writing mention AMERICAN ARTISAN—Thank you! 
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BUYERS’ DIRECTORY 














Asbestos Paper Products. 
Sall-Mountain Co., Chicago, Ill. 


Air Cleaners. 


Meyer & Bro. Co., F., 
Watt Mfg. Co., 


Peoria, Ill. 
Sterling, Ill. 


Air Conditioning Machines. 
Watt Mfg. Co., Sterling, Il. 
Asbestos Paper. 

Sall- Mountain Co., Chicago, IIl. 


Blast Gates. 


Berger Bros. C 


0., 
Philadelphia, Pa. 


Blowers—Furnace. 


Brundage Co., Kalamazoo, Mich. 
Lakeside Co., Hermansville, Mich. 


Bolts—Stove. 
Lamson & Sessions Co., 
Cleveland, Ohio 

Ryerson & Son, Inc., Jos. 
Chgo., N. Y., St. ae Soe 


Brakes—Bending. 


Dreis & Krump Mfg. Co., 
Chicago, Ill. 

Ryerson & Son, Inc., Jos. 
Chgo., N. Y., St. L., Det., 


Brakes—Cornice. 


Dreis & Krump Mfg. Co., 
Chicago, Ill. 


Brass and Copper. 
American Brass Co. 
Waterbury, Conn. 
Chase Brass & Copper Co., 
Waterbury, Conn. 
Copper & Brass Research Asso- 
ciation, New York, N. Y. 
Revere Copper & Brass, 
Rome, N. Y. 


Bronze. 


Revere Copper & Brass, 
Rome, 


‘Cleve. 


Cleve. 


Ms ZT. 


Cans—Garbage. 
Diener Mfg. Co., G. W 


Chicago, Ill. 
Osborn Co., The J. M. ie 
Cleveland, Ohio 


Castings—Malleable. 
Fanner Mfg. Co., Cleveland, Ohio 


Ceilings—Metal. 

Eller Manufacturing Co., 
Canton, Ohio 

Milwaukee Corrugating Co., 
Mil., Chgo., La Crosse, Kan. City 


Chaplets. 
Fanner Mfg. Co., Cleveland, Ohio 


Cleaners— Vacuum. 


Brillion Furnace Co., Brillion, Wis. 
National Super Service Co., 
Toledo, Ohio 


Copper. 
American Brass Co., 
Waterbury, Conn. 
Chase Brass & Copper Co., 
Waterbury, Conn. 
Revere Copper & ~-. 
ome, N. Y. 
Rockford Sheet Steel be 
Rockford, Ill. 


Cornices. 
Eller Manufacturing Co., 
Canton, Ohio 
Milwaukee Corrugating Co., 
Mil., Chgo,. La Crosse, Kan. City 


Cut-offs—Rain Water. 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co., 
Mil., Chgo., La Crosse, Kan. City 


Dampers—Quadrants—Accessories. 
Eller Mfg. Co., Canton, Ohio 
Howes Co., S. M., Boston, Mass. 
Milwaukee Corrugating Co., 
Mil., Chgo., La Crosse, Kan. City 
Parker-Kalon Corp., 
New York, N. Y. 


Dampproofings. 
Lastik Products Corp., 
Pittsburgh, Pa. 
Damper Regulators. 
H. M. Sheer Co.. Quincy, Il. 


Dies—Punch & Press. 


La Salle Machine Works, 
Chicago, Il. 


Diffuser—Air Duct. 
Aeolus-Dickinson Co., Chicago, Il. 


Drills—Electric. 
Ryerson & Son, Inc., Jos. T., 
Chgo., N. Y., St. L., Det., Cleve. 


Drive Screws—Hardened Metallic. 


Parker-Kalon Corp. 


200 Varick St., New York 


Dust Eliminator. 
Dustiess Ash Co., Muskegon, Mich. 


Eaves Trough. 


Barnes Metal Products Co., 
Chicago, Ill. 


0., 

Philadelphia, Pa. 

Chase Brass & Copper Co., 
Waterbury, Conn. 
Eller Mfg. Co., Canton, Ohio 

Lupton’s Sons Co., David, 
Philadelphia, Pa. 

Milwaukee Corrugating Co., 
Mil., Chgo., La Crosse, Kan. City 
Rockford Sheet Steel Co. 


Rockford, Ill. 


Berger Bros. C 


Elbows and Shoes—Conductor. 
Barnes Metal Products Co., 


Chicago, Il. 
Eller Mfg. Co., 


Canton, Ohio 
Lupton’s Sons Co., David ™ 
a. 


Philadelphia, 
eee Corrugating Co., 
Chgo., La Crosse, Kan. City 
Rockford Sheet Steel Co., 
Rockford, Il. 


Fittings—Conductor. 

Barnes Metal Products Co., 
Chicago, Ill. 

Braden Mfg. Co., 

Terre Haute, Indiana 
Eller Mfg. Co., Canton, Ohio 

Milwaukee Corrugating Co., 
Mil., Chgo., La Crosse, Kan. City 


Flue Thimbles. 


Milwaukee Corrugating Co. 
Mil., Chgo., La Crosse, Kan. City 


Fluxes—Soldering. 
Kester Soldering Co., Chicago, Ill. 


Furnace Cement. 


Connors Paint Mfg. Co., Wm., 
Troy, N. Y. 
Eller Mfg. Co., Canton, Ohio 
Lastik Products Corp., 
Pittsburgh, Pa. 
Milwaukee Corrugating Co., 
Mil., Chgo., La Crosse, Kan. City 


Furnace Cement—Liquid. 


Technical Products Co., 
Pittsburgh, Pa. 


Furnace Paste. 
Larsen-Bennett Co., Omaha, Neb. 


Furnace Cleaners—Suction. 
Brillion Furnace Co., 
Brillion, Wis. 
National Super Service Co., 
Toledo, Ohio. 
Williamson Heater Co. 
Cincinnati, Ohio 


Furnace Fans. 
American Foundry & Furnace 
0., Bloomington, II. 
A-C Mfg. Co., 


Pontiac, Ill. 
Brundage Co., The, 
Kalamazoo, Mich. 
Lakeside Co., Hermansville, Mich. 
A. H. Robinson Co., 
Massillon, Ohio 
Watt Mfg. Co., Sterling, II. 


Furnace Regulators. 
H. M. Sheer Co., Quincy, Il. 


Furnace Rings. 
Eller Mfg. Co. Canton, Ohio 
Forest City- Walworth Run 
Foundries Co., Cleveland, Ohio 
Milwaukee Corrugating Co. 
Milwaukee, Wis. 


Furnace Switch—Automatic. 
Payne Furnace & Supply Co., 
Beverly Hills, Cal. 
A. H. Robinson Co., 
‘Massillon, Ohio 


Furnaces—Gas. 
Payne Furnace & Supply Co., 
Beverly "Hills, Cal. 
A. H. Robinson Co., 
Massillon, Ohio 
Rudy Furnace Co., 
Dowagiac, Mich. 


Furnaces—Warm Air. 
Agricola Furnace Co., 
Gadsden, Ala. 
American Foundry & Furnace 
0., Bloomington, Ill. 
American Furnace _ 
St. Louis, Mo. 
Brillion Furnace Co., 
Brillion, Wis. 
Emrich Co., C., Columbus, Ohio 
Farris Furnace Co., 
Springfield, Ill. 
Forest City- -Walworth Run Fdy., 
Cleveland, Ohio 
Fox Furnace Co., Elyria, Ohio 
Henry Furnace & Fdy. Co., 
Cleveland, Ohio 
mar Warming & Ventilating 


Paes, Chicago, Ill. 
Langenberg M ie: 
“ + St. Louis, Mo. 
Co., 
London, Ohio 
Lennox Furnace Co., 
Marshalltown, Iowa, 
Svracuse, N. Y. 
Furnace Co., 
Marshall, Mich. 
May Fiebeger Furnace Co., 
Newark, Ohio 
he, 
Peoria, Ill. 


London Furnace 


Marshall 


Meyer Furnace Co., 


Midland Furnace Co., 
Columbus, Ohio 
Vernon Furnace & Mfg. Co., 
Mt. Vernon, Il. 
Payne Furnace & Supply Co., 
Beverly Hills, Cal. 
Premier Warm Air Heater Co., 
Dowagiac, Mich. 
Peerless Foundry Co., 
Indianapolis, Ind. 
Richardson & Boynton Co., 
York, N. Y. 
om 
Massillon, Ohio 


New 
Robinson Co., A 
Standard Fdy. & Furnace Co., 
De Kalb, Ill. 
0., 
Des Moines, Ta. 
Western Steel Products Co., 


Duluth, Minn. 
Akron, Ohio 


Mt. 


Success Heater Mfg. 


Wise Furnace Co., 


Gas Burning Attachments. 
Munkel-Rippel Heating Co., 
Columbus, Ohio 


Grilles. 
Auer Register Co., 
Cleveland, Ohio 
Harrington & King Perforating 


0., Chicago, Ill. 
Hart & Cooley Co., 
New Britain, Conn. 
Highton & Sons, Wm., 
hua, N. H. 


Nas 
Independent Register & Mfg 
Co., Cleveland, ‘Ohio 


Guards—Machine and Belt. 
Harrington & King Perforating 


Co., Chicago, Ill. 
Handles—Boiler. 
Berger Bros. Co., 
Philadelphia, Pa. 


Handles—Soldering Iron. 
Hyro Mfg. Co., New York, N. Y. 


Handles—Furnace Door. 
Fanner Mfg. Co., 
Cleveland, Ohio 


Hangers—Eaves Trough. 
Berger Bros. Co., 
Philadelphia, 
Chase Brass & Copper Co., 
aterbury, Conn. 
Eller Mfg. Co., 


Canton, Ohio 
Lupton’s Sons Co., David, * 
a. 


Philadelphia, 
Chgo., La Crosse, Kan. City 


Pa. 


Milwaukee Corrugating Co., 
Mil., 


Heat Regulation Systems. 


Minneapolis-Honeywell Regulator 
Co. Minneapolis, Minn. 
H. M. Sheer Co., Quincy, Ill. 


Heaters—Cabinet. 


Fox Furnace Co., Elyria, Ohio 
Mt. Vernon Furnace & Mfg. Co., 
Mt. Vernon, II. 


Heaters—Combination Hot Water. 


Alamo Heater Co., Chica . Til. 
Standard Fdy. & wurgare 
De Kalb, Tl. 


Heaters—Domestic Hot Water. 
Alamo Heater Co., Chicago, III. 
Standard Fdy. & Furnace Co., 

De Kalb, Il. 


Heaters—School Room. 
Meyer Furnace Co., The, 


Peoria, Til. 
Western Steel Products Co., 


Duluth, Minn. 


Hotels. 


Fort Shelby Hotel, Detroit, Mich. 


Humidifiers. 
Diener Mfg. Co., G. W 


Chicago, II. 
Meyer & Bro. Co., F., Poot, Ill. 
H. Sheer Co., 


Quincy, Ill. 
Watt “Mfg. Co., Sterling, Ill. 


Lath—Expanding Metal. 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co. 

Mil., Chgo., La Crosse, Kan. City 


Machines—Crimping. 
Bertsch & Co., 
Cambridge City, Ind. 


Machinery—Culvert. 
Bertsch & Co., 
Cambridge City, Ind. 


Machines—Tinsmith’s. 
Bertsch & Co., 
Cambridge City, Ind. 
Dreis & Krump Mfg. c Co., suze 
Chicago, II. 
Hyro Mfg. Co., New York N. we 
Interstate Machinery Co., 


Chica ll. 
La Salle Machine Works, acon 
Chicago, 4 
Marshalltown Mfg. Co., nindinns 
Marshalltown, 
Osborn Co., The J. M. & A., 
Cleveland, Ohio 


Ryerson & Son, Inc., Jos. T., 
Chgo., N. Y., St. i. Det., Cleve. 


Metals—Perferated. 


Harrington & King Perforating 
Co., Chicago, Il. 


Miters. 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co. 
Mil., Chgo., La Crosse, Kan. City 


Miters—Eaves Trough. 


Barnes Metal Products Co., 
icago, Ill. 


Philadelphia, Pa. 
Braden Mfg. Co. 
Terre Haute, Indiang 
Eller Mfg. Co., Canton, Ohie 
Milwaukee Corrugating Co., 
Mil., Chgo., La Crosse, Kan. City 


Berger Bros. Co. 


Nails—Copper & Brass. 
Chase Brass & Copper Co., 
Waterbury, Conn. 
Revere Copper & Brass. 
Rome, N. Y. 


. (Continued on page 56) 
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“THE UNIVERSAL. 
SHEET METAL 


AMERICAN 





PATTERN CUTTER. 


VOLUME TWO 


A! WY Yy 





Over 500 Practical and Shortened 
Demonstrations and Several Thousand 
Methods, Illustrated by 1400 Engrav- 
ings, Are Contained in These Two 


Books 


These famous books are a possession of incalculable 
value to every man who seeks more profit as a sheet 
metal worker, whether as draftsman, mechanic, fore- 
man or master. They provide a life's companionship 
for the thrifty, practical and ambitious; they ease the 
rough places; lessen drudgery and perplexity ; save 
time, labor and material ; insure against inaccuracy 
and “falling down” in the real emergencies of the 
daily work. 

Containing Everything in Pattern Cutting and Working 

Sheet Metal 


The safe, direct, up-to-date, labor-saving method of devel- 
oping patterns and performing the incidental operations of 
sheet metal work of every description will be found in 


THE UNIVERSAL SHEET METAL 
PATTERN CUTTER 


Velumes One and Two 


Embracing 28 Departments Illustrated by 1400 Engravings 
Showing Large and Legible Patterns and Working Dia- 
grams Pertaining to Bach Subject. Accompanied by Per- 
spective Views of All Objects and Examples of Work in 
the Completed Form. 


Sold Independenily 


VOLUME ONE—Practical and Shortened Methods of De- 
veloping the Patterns for All Forms of Elbows; Heating 
Ventilation; Blower and Exhaust Piping Connections and 
Fittings; Marine Sheet Metal Work; Automobile Sheet 
Metal Work; Special Short Rules in Pattern Drafting; 
Heavy Gauge Sheet Metal Work; Machinery and Belt 
Guards; Laying Out Full Size Patterns to Means of Re- 
duced Drawings; Mensuration Applied to Sheet Metal 
Work, etc., with Many Features of Construction and Labor- 
Saving Expedients, 

Containing 380 Double Column Quarto Pages, Size 9x12 
inches, Illustrated by 680 Engravings, Substantially Bound 
in Cloth. Price $7.50 
VOLUMB TWO—Architectural Sheet Metal Work. A 
Treatise on Drawing, Full Size Detailing and Lettering; 
Practical and Shortened Methods of Laying Out and Con- 
structing all Types of Sheet Metal Cornices and Skylights; 
Leaders; Roof Gutters and Conductor Offsets; Moldings; 
Miters; Pediments; Copings; Finials; Circular Work; Dor- 
mer and Bay indows; Sheet Metal Ornamentation; Elec- 
trically Illuminated Signs; Hollow Metal Windows, Frames 
and Fire Doors; Various Forms of Metal Roofing, etc.; 
Reading Plans and the Method of Estimating Sheet Metal 
Items and Quantities in Building Construction. 


Containing 400 Double Column Quarto Pages, Size 9x12 
inches, Illustrated by 711 Engravings, Substantially Bound 
Se NG Fr ideciccsitceiinniasiecinnesascsinidscontncgitisitieoanenthalitaisbaliganicincainsia $7.50 








SOLD BY BOOK DEPT. 


AMERICAN ARTISAN 


139 North Clark Street CHICAGO, ILL. 

















ARTISAN 5 


TWO TAYLOR’S 
BRANDS 


to Tie to 


First in the minds of sheet metal men is 
our famous HAND MADE roofing tin 
—the highest quality, longest lived 
roofing tin in the world, the old 
“TAYLOR’S” Old Style, known since 
1905 by the new name. 


\Jarget and Arrow 
©)RooFING TINO) 


Now we have gotten out a New Tin, but 
the best machine made plate ever pro- 
duced, for those who want to pay less. 
This is known as 


Taylor’s Extra Coated 
40 lb. Copper Bearing O. H. 


Ample stocks carried by all distributors, 
Ask them for TAYLOR’S. 


N. & G. TAYLOR COMPANY 
CUMBERLAND, MARYLAND 


Headquarters for Good Roofing Tin Since 1810 














Yes SIR-- 


SHEET METAL 


and 


Systematically listed in this 
catalog for quick reference 
and CARRIED IN STOCK 
BY JOBBERS EVERY- 
WHERE FOR QUICK 
DELIVERIES. 


Write for i ; nt 1 i 
Givtetneen Finest Quality - Fairest Price 


BERGER BROS. COMPANY 


229 TO 237 ARCH ST. PHILADELPHIA, PA. 
Western Office: 140 So. Dearborn St., Chicago 









ROOFING SUPPLIES | 























The “Torrid” Furnace 
is designed to give a 
tremendous amount of 
heat, much more than 
that furnished by the 
ordinary tinner’s fur- 
nace. 


A fuel saver and gen- 
erating machine of the 
finest quality made at 
the price. 


W. DIENER MFG. CO. 
404 N. Monticello Ave. CHICAGO 
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(Continued from page 54) 


Nails—Hardened Masonry. 
Parker-Kalon Corp., 
New York, N. Y. 


Oil Burners. 
Crystal Oil Burner Corp., 
New York, N. Y. 
McIlvaine Burner Corp., 
Evanston, Iil. 


Ornaments—Sheet Metal. 
Eller Mfg. Co., Canton, Ohio 
Miller & Doing, Inc., 

Brooklyn, N. Y. 
Milwaukee Corrugating Co., 
Mil., Chgo., La Crosse, Kan. City 


Paint. 
Connors Paint Mfg. Co., Wm., 
Troy, N. Y. 


Perforated Metals. 
Harrington & King Perforating 
Co., Chicago, Ill. 
Pipe and Fittings—Furnace. 
Eller Mite. Co., cones, Ohio 
Henry Furnace & Fdy. 
Gapretend, Ohio 
Lamneck Co., W. E., 
Columbus, Ohio 
Meyer & Bro. Co., F., Peoria, Ill. 
Milwaukee Corrugating Co., 
Mil., Chgo., La Crosse, Kan. City 
Osborn Co., The J. M. Bins 
} teams Ohio 
Peerless Foundry Co., 
Indianapolis, Ind. 


Pipe and Fitings—-Sto 
Meyer my Bro. Co., ¥., Foeria. Til. 
Milwaukee Corrugating Co., 


Mil., Chgo., La Crosse, Kan. City 
Pipe—Conductor. 
Barnes Metal Products Co., 
Chicago, Ill. 


Berger Bros. Co., 
Philadelphia, Pa. 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co., 
Mil., Chgo., La Crosse, Kan. City 


Presses. 
La Salle Machine Works 
Chicago, Tl. 


Pi Covering. 
Sall Mountain Co., Chicago, II. 


Punches. 

Bertsch & Co., 

Cambridge City, Ind. 
Interstate Machinery Co., 

Chicago, Til. 


La Salle Machine Works, 
Chicago, Til. 
Ryerson S Son, Inc., Jos. 
Chgo., N. - %y 8t. L., Det., ‘Cleve. 


Punches—Combination Bench and 


Hyro Mfg. Co., New Yerk, N. ¥. 
Punches—Hand. 
Hyro Mfg. Co., New York, N. Y. 


Putty—Stove. 
Connors Paint Mfg. Co., Wm., 
Troy, N. Y. 


Radiator Cabinets. 
The Hart & Cooley Mfg. Co., 
New Britain, Conn. 


Ranges—Gas. 
Mt. Vernon Furnace & Mfg. Co., 
Mt. Vernon, Ill. 


Registers—Warm Air. 
Auer Register Co., 


Cleveland, Ohio 
Eller Mfg. Co., Canten, Ohio 
Forest City- Walworth Run 
Foundries Co., Cleveland, Ohio 
Har! & Cooley Co., 
New Britain, Conn. 
Henry Furnace & Fdy. Co. 
Cleveland, Ohio 
Independent Register & Mfg 


0., qcisveland, ‘Ohio 
Lamneck & Co. be We. de 
Columbus, Ohio 
Meyer & Bro. Co., F., Peoria, Il. 
ee Corrugating Co. 
Mil., Chgo., La ty Kan. City 
Rock Isiena Register C 
— Island, Ill. 
Symonds Register C 
St. Louis, Mo. 


Registers—W ood. 
American Wood Register Co., 
Plymouth, Ind. 
Auer Register Co., 
Cleveland, Ohio 
Eller Mfg. Co., Canton Ohio 
Milwaukee Corrugating Co. 
Mil., Chgo., La Crosse, Kan. City 


Regulators—Heat. 
H. M. Sheer Co., Chicago, Il. 


Ridging. 
American Rolling Mill Co., 
Middletown, Ohio 
Eller Mfg. Co. Canton, Ohio 
Lupton’s Sons Co., Davi 
Eniladerphia, Pa. 
ay Corrugating Co. 
Mil., Chgo., La Crosse, Kan. City 


Rivets—Stove. 
Lamson & Sessions Co., 
Cleveland, Ohio 
Ryerson & Son, Inc., Jos. T., 
Chgo., N. Y¥., St. L., Det., Cleve. 


Rods—Stove. 


Lamson & Sessions Co., 
Cleveland, Ohio 


Rolls—Forming. 


Bertsch & Co., 
Cambridge City, Ind. 


Roofing Cement. 
Connors Paint Mfg. Co., Wm., 
Troy, N. Y. 
Lastik Products Corp., 
Pittsburgh, Pa. 


Roof Paints. 


Lastik Products Corp. 
Pittsburgh, Pa. 


nigger 
Eller Mfg. Canton, Ohio 
Milwaukee a Co. 
Milwaukee, Wis. 


Roofing—Iron and Steel. 
American Rolling Mill Co., 
Middletown, Ohio 
Central Alloy Steel Corp., 
Massillon, Ohio 
Eller Mfg. Co., Canton, Ohio 
Inland Steel Co. “ Chicago, IIl. 
Milwaukee Corrugating Co. 
Mil., Chgo., La ao Kan, City 
Osborn Co., The J. & L. 
Cleveland, AGnio 
Ryerson & Sons, Inc., Jos 


Chgo., N. Y., St. L., Det., , 
Roofing —Tin. 
Eller Mfg. Co., Canton, Ohio 


Milwaukes Corrugating Co. 
Mil., Chgo., La Crosse, Kan. City 
Taylor Co, N. & G., 
Philadelphia, Pa. 


Rubbish Burners. 


Hart & Cooley Co., 
New Britain, Conn. 


Schools—Sheet Metal Pattern 
Drafting 


St. Louis Deketens Duagieuse, 


Louis, Mo. 


Schools—Warm Air Heating. 


St. Louis Technical Institute, 
St. Louis, Mo. 


Screws—Hardened Metallic Drive. 


Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co., 
Mil., Chgo., La Crosse, Kan. City 
Parker-Kalon Corp 
200 Variek’ "St. New York 


Screws—Hardened Self-Tapping, 
Sheet Metal. 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co. 
Mil., Chgo., La —* Kan. City 
Parker-Kalon Cor 
200 Varick St. New York 


Screens—Perforated Metal. 


Harrington & King Perforating 
Co., Chicago, Il. 


Shears—Hand and Power. 
Interstate Machinery Co 


Chicago, Il. 
Marshalltown Mfg. Co., 
Marshalltown, Ta. 
——— & Son, Inc., Jos. T., 
Son Ot. de, Ok, Cleve. 
Viking ‘Shear Co., Erie, Pa. 


Sheet Metal Screws—Hardened, 
Self- a 
Porker-aay Cor 


0 Varick’ 'st., New York 


Sheets—AlLloy. 
Central Alloy Steel Co. 
Massillon, Ohio 
International Nickel Co., 
New York, N. Y. 


Sheets—Black and Galvanized. 
American Rolling Mill Co., 
Middletown, Ohio 
Central Alloy Steel Corp., 
Massillon, Ohio 
Eller Mfg. Co. Canton, Ohio 
Inland Steel Co., Chicago, Til. 
Milwaukee Corrugating Co. 
MiL., Be, La Crosse, Kan. City 
Osborn Co., he J. M. & L. A., 
Cleveland, Ohio 
Rockford Sheet Steel Co., 
a i Til. 
Ryerson & on ine. ‘ - 
i Ay ‘Cleve. 


Chgo., N. 
Taylor Co., nN. et 
Philadelphia, Pa. 


Sheets—lIron. 
American Rolling Mill Co., 
Middletown, 
Central Alloy Steel Corp., 
Massillon, 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co., 
Mil, use, La Crosse, Kan. City 
Ryerson & Son, Inc,, Jos. T., 
Chgo., N. Y., St. L., Det., Cleve. 


Ohio 
Ohio 


Sheets—Tin. 


Taylor Co., N. & G., 
Philadelphia, Pa. 


Shingles and Tiles—Metal. 


Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co., 


Mil., Chgo., La Crosse, Kan. City 
Sifters—Ash. 
Diener Mfg. Co., G. W.., 
Chicago, Ill. 
Sky Lights. 
Eller Mfg. Co. 


a Semten. Ohio 

Lupton’s Sons Co., vid, 
Philadelphia, Pa. 

Milwaukee Corrugating Co. 
Mil., Chgo., La Crosse, Kan. City 


Smoke Pipe—Cast Iron. 


Waterloo Register Co., 
Waterloo, Ia. 


Snips. 
Ryerson & ae ine. By -- 
Chgo., N. Y., St. *— ‘Cleve. 


Solder—Acid Core 
Kester Solder Co., Chicago, Il. 


Solder—Self-Fluxing. 
Kester Solder Co., Chicago, III. 


Solder—Rosin Core 
Kester Solder Co., Chicago, Ill. 


Solder. 


Eller Mfg. Co., Canton, Ohio 
Kester Solder Co., Chicago, Ill. 
Milwaukee Corrugating Co., 

Mil., Chgo., La Crosse, Kan. City 


Soldering Coppers. 
Revere Copper & a ~ 


ome, N. Y. 


Soldering a 
Diener Mfg. Co., G. 
on Til. 


Ryerson & Son, Inc., Jos. T., 
Chgo., N. Y., St. ae Det., Cleve. 


oa gga 
Diener Mfg. Co., G. W 
Chicago, Th. 


Stars—Hard Iron Cleaning. 
Fanner Mfg. Co., Cleveland, Ohie 


Statuary. 
Miller & Doing, Inc., 
Brooklyn, N. Y. 


Stove Pipe Reducers. 
Eller Mfg. Co., Canton, Ohie 


Milwaukee Corrugating Co., 
Mil., Chgo., La Crosse, Kan. City 


Tinplate. 
Eller Mfg. Co., Canton, Ohie 
oy. Corru ating o, 
Mil., Chgo., La om yy . City 
Osborn oe he The J & L. 


“disedaah: Ohio 
Taylor Co., N. & 
Philadelphia, Pa. 


Tools—Tinsmith’s. 
Bertsch & Co., 
Cambridge City, Ind. 
Dries & Krump Mfg. Co., 
Chi » 


Hyro Mfg. Co., New York, N. 
Interstate Machinery Co., 
The J. ee aa 
Osborn Co., e . 
Cleveland, Ohio 
Rockford Sheet —, Co., 
ockford, Il. 
a Conn. 
Ryerson & Son, Inc., Jos. 
0. 


go., N. ¥., St. ms, Det., ‘Cleve. 
Viking Shear Co., Erie, Pa. 
Torches. 
Diener Mfg. Co., G. W., 


Chicago, Ii. 


Ryerson & Son, Inc., Jos. 
Chgo., N Y.’ St. L., Det., ‘Cleve. 


Trade Extension. 
Caner & Brass Research Associ- 


sheet "steel Trade Extensio 
Committee, Cleveland. Ohio 


Trimmings—Stove and 
Fanner Mfg. Co., Cleveland, Ohio 


Vacuum Cleaner—Furnace. 


Brillion Furnace Ce., 
Brillion, Wis. 


National Super Service 
Toledo, Ohio 


Ventilators. 
Aeolus Dickinson Co., Chicago, Ill. 
Berger Bros. Co. 
Philadelphia, Pa. 


Eller Mfg. Co., nton, Ohio 
Lupton’s Sons Co., David, 


Philadel Iphia, Pa. 
Milwaukee Corrugating 
Mil., Chgo., La Sse, Kan. City 


Ventilators—Ceiling. 


Hart & Cooley oie 
ew pettata, Conn. 
Henry weniees” & Fay. 
Gheveland, Ohio 


Windows—Steel. 
Lupton’s Sons Co., David, 


Philadelphia, Pa. 
Wood Faces—Warm Ailr. 
Auer Register Co., 


Sessions. Ohie 
American Wood Regier 


Plymouth, "Ind. 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugati ng Co., 


Mil., Chgo., La Crosse, Kan. City 





Say you saw it in AMERICAN ARTISAN—Thank you! 





March 29, 1930 


WANTS AND SALES 








Yearly subscribers to the 
AMERICAN ARTISAN may in- 
sert advertisements of not more 
than fifty words in our Want and 
Sales Columns WITHOUT 
CHARGE for three insertions. 


Such advertisements, however, 
must be limited to help or situa- 
tion wanted, tools or equipment 
for sale, to exchange or to buy, 
business for sale or location de- 
sired and must reach our office 
ten days prior to date of pub- 
lication. This privilege is not ex- 
tended to manufacturers or job- 
bers—or those making a business 
of buying and selling used ma- 
chines—employment agencies and 
brokers. 

When sending advertisement 
state whether your name or blind 
number is to be used. 








BUSINESS CHANCES 


Lightning Rods—Dealers who are sell- 
ing Lightning Protection will make 
money by writing to us for our latest 
Factory to Dealer Prices. We employ no 
salesmen and save you all overhead 
charges. Our Pure Copper Cable and 
Fixtures are endorsed by the National 
Board of Fire Underwriters and hundreds 
of dealers. Write today for samples and 
prices. L. Diddie Company, Marsh- 
field, Wis. 











FOR SALE—Hardware business in city 
of 5,000 in dairy belt of Southern Wiscon- 
sin. A good going business must be sold 
to settle estate. Heating and plumbing 
shop in connection, will sell all or part. 
Will consider partner. Investigate at once 
if you want a good paying business. Ad- 
dress 0-516, AMERICAN ARTISAN, 139 
North Clark St., Chicago, IIl. 





For Sale—Sheet metal and furnace bus- 
iness including truck, tools, stock, house, 
lot and garage in Ohio town of over oi - 
000 population. Good income. Prope 
in fine location. Business established 7 
years. Age and ill health is reason for 
selling. Will sell business only or all. 
— W-516, AMERICAN ARTISAN, 
139 N. Clark St., Chicago, Ill. 





For Sale—Sheet metal shop on the 
North side of Chicago. $3,000 will handle 
it. Complete equipment—truck, machin-— 
ery and stock. Price, $4,600. Address 
M-517, AMER RICAN ARTISAN, 139 N. 
Clark St., Chicago, IIl. 





For Sale—Hardware heating and plumb- 
ing business in county seat town of 2,700. 
Good drawing territory. Reason for sell- 
ing. onner and proprietor died. $4,500 to 
$5,000 will handle deal. Address A. O. 
kee. 308 N. Fifth St., Marshalltown, 
Towa. Y-517 





For Sale—Sheet metal, plumbing and 
ox-welding business in town of 1,500 in 
Michigan. Complete tools, benches and 
Ford truck and stock. Established 12 
years. Easy competition. [Ill health the 
reason for selling. Will sell for less than 
$2,000. ear F-517, AMERICAN ARTIT- 
SAN, 139 N. Clark St., Chicago, Ill. 





For Sale—Well equipped sheet metal 
and plumbing shop in Eastern Oregon. 
Railroad division point and pay roll town. 
Good opening for sheet metal worker fa-— 
miliar with furnace, steam and hot water 
heating. Address P. O. Box 486. La 
Grande, Ore. R-517 


AMERICAN ARTISAN 


BUSINESS CHANCES 


57 
SITUATION WANTED 





For Sale—Plumbing, heating and sheet 
metal business in one of the fastest grow- 
ing towns in the Northwest. Population 
has been doubled in the past 5 years. Is 
now 18,000. Stock will invoice about $10,- 
000. Plenty of business for anyone who 
will hustle. Reason for selling, poor 
health. Address L. N. Haines, 1023 Main, 
Klamath Falls, Oregon. A-518 





For Sale—Heating, plumbing and sheet 
metal business in county seat town of 
6,000 within 50 miles of Kansas City, Mo. 
Small stock, plenty work at good prices. 
Selling, as I have other business to attend 
to. Address P-516, AMERICAN AR- 
TISAN, 139 N. Clark St., Chicago, Ill. 





For Sale in Chicago—Well established, 
good paying general sheet metal, furnace 
and roofing shop in excellent location with 
stock and full equipment. Several years 
in this location. Will sell at reasonable 
price, or exchange. Address R-516, 
AMERICAN ARTISAN, 139 N. Clark St., 
Chicago, Ill. 





Would like to get in touch with a prac- 
tical man at the metal trades as active 
partner with small capital in a town of 
60,000. Good opportunity for two hustlers. 
Address S-516, AMERICAN ARTISAN, 
139 N. Clark St., Chicago, Il. 





3usiness for Sale—Sheet Metal and 
Plumbing Shop, good equipment, good 
town, and worth the money. Address 
F-518, AMERICAN ARTISAN, 139 N. 
Clark St., Chicago, Illinois. 





For Sale — Sheet metal, radiator, 
fender and body repair shop including 
welding machine and blacksmith shop. 
Doing fine business and plenty of work. 
I have made enough money and wish to 
retire. Will sell for $3,000.00. Address 
George Warga, Box 325, Live Oak, tis 


SITUATION WANTED 


Young man with seven years’ experi- 
ence in general sheet metal work and fur- 
nace installation desires sales _ position 
with manufacturer or jobber. Willing to 
start in minor position in order to get 
a thorough knowledge of the service you 
render. Graduate of the National Sales- 
man’s Training Association. Address 
Z-516, AMERICAN ARTISAN, 139 N. 
Clark St., Chicago, Illinois. 














Situation Wanted by a thorough me- 
chanic on the better class of sheet metal 
work such as layout, engineering and mak- 
ing cornice, skylight, ventilation, blow 
pipe, ete. Will go anywhere. ed, 
sober, steady, neat and accurate. 30 years’ 
experience. Foreman for 18 years. A-1l 
references. State particulars fully to S. 
M. Worker, 1210 S. Monroe St., Muncie, 
Indiana. G-516 





Situation wanted by an experienced 
heating engineer and salesman. Sober 
and reliable. Employed at present, but 
looking for a better opportunity. Address 
Z-517, AMERICAN ARTISAN, 139 N. 
Clark St., Chicago, Il. 





All around sheet metal worker and fur- 
nace man with 15 years’ experience wants 
to locate in a town of about 15,000 or 
25,000. Good habits and a steady worker. 
Married. Address W-517, AMERICAN 
ARTISAN, 139 N. Clark St., Chicago, II. 





Situation wanted by a tinner and fur- 
nace man. Capable of taking full charge 
of this line of work. Am also a hardware 
clerk. Have had years of experience in 
these lines. Address X-517, AMERICAN 
ARTISAN, 139 N. Clark St., Chicago, Ill. 





Situation Wanted—Superintendent, ven-— 
tilation, humidity, blower systems; indus— 
trial, near eg and production; lay— 
out, fabrication and erection. Any loca- 
tion. Address J-518, AMERICAN ARTI- 
SAN, 139 N. Clark Street, Chicago, IIl. 


Situation Wanted—Combination sheet 
metal, furnace and hardware man. Over 
20 vears’ experience. Live, active and re— 
liable. Can lay out and handle all ty pes 
of sheet metal work. Prefer place in 
combination shop in country town in 
Minnesota, North Dakota, any where 
west or in Canada. Sober, reliable and 
married. Address H-518 AMERICAN 
—— 139 N. Clark Street, Chicago, 





Experienced furnace salesman is open 
for contract. Thoroughly understands 
warm air heating and forced ventilation. 
Would be interested in contacting re- 
liable dealer in good town to help combat 
chain competition. Can take complete 
charge of installation if necessary. Ad- 
dress K-518, AMERICAN ARTISAN, 139 
N. Clark Street, Chicago, II. 





Would like to get in touch with hard- 
ware company, Nebraska preferred, who 
can use a middle aged combination 
plumber, fitter and general heating man. 
Steady and reliable. Can do estimating 
and layout. Address L-518, AMERICAN 
salmaaa 139 N. Clark Street, Chicago, 





Situation wanted by a first class sheet 
metal worker; 25 years’ experience. Can 
read blue prints, cut patterns and handle 
any kind of sheet metal work that may 
come to job shop. Employed at present 
but wish to make change. Can go any- 
where. Address P. O. Box 681, Dothan. 
Alabama. M-518 





Position Wanted: I am looking for 
connection with some well known, high 
grade Furnace and Boiler concern—or 
for a boiler or furnace concern, separ- 
ately. 19 years with last concern. Want 
connection with concern with A-1 reputa— 
tion and with high quality merchandise. 
Address O-518, AMERICAN ARTISAN, 
139 N. Clark St., Chicago, IIl. 





Situation Wanted by first-class sheet 
metal worker and furnace setter. Can 
take full charge of shop and do estimat-— 
ing. 28 years of experience. Can furnish 
good references. Married and sober. Ad— 
dress B. J. Hawkins, 314 No. Howell 
St., Owosso, Michigan. P-518 





Situation wanted by thoroughly experi- 
enced salesman who can sell a good line 
of steel furnaces and furnace accessories. 
Have had 25 to 30 years experience in 
the furnace business and can show a good 
clean record as a sales producer. Prefer 
Ohio, Eastern Ohio or western Ohio, as 
I am best known in these sections. Best 
of references. Address R-518, AMERI- 
CAN ARTISAN, 139 N. Clark St., Chicago, 





This office can furnish the name of a 
man with exceptional ability along the 
plumbing and heating lines who can fur- 
nish the best of references. Address 
E-516, AMERICAN ARTISAN, 139 N. 
Clark St., Chicago. 





Situation wanted, foreman or superin-— 
tendent. Young married man, strictly 
temperate and reliable. 36 years old, with 
19 years’ experience in all branches of 
the trade. Am a good pattern draftsman 
and can read blue prints and produce re-— 
sults, and have had three years of effi- 
cient experience in mass production in 
furnace factory fittings and in directing 
help efficiently. Employed at present, but 
looking for !arger opportunity. Address 
C-517, AMERICAN ARTISAN, 139 N. 
Clark St., Chicago, II. 





Situation wanted by a tinner and 
plumber. Can run shop, lay out or work 
from blue prints. Wide experience in 
house plumbing, tin, copper, slate and 
composition roofing and spouting. Very 
good at difficult warm air work. Do hot 
water and steam fitting. Will go any- 
where on week’s notice. Address D-517, 
AMERICAN ARTISAN, 139 N. Clark St 
Chicago, III. 





Sftuation wanted by first-class tinner, 
sheet metal worker and plumber. Would 
like position in connection with hardware 
store. Address J-517, AMERICAN ARTI- 
SAN, 139 N. Clark St., Chicago, Tl. 
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SPECIAL NOTICES 











Situation wanted by first-class plumber 
and furnace man. Have had 388 years’ 
experience in plumbing and heating, 10 
years’ experience in warm air heating, 
and was in a construction shop doing 
plumbing for 10 years. Would like to get 
on the road with some firm in Iowa, Wis— 
consin or Minnesota. Iowa preferred. 


Will take a job with some good firm as 
foreman. Am 47 years old and in good 
health. Address W. S. Porter, Box 50, 


Hazleton, Iowa. L-517 





Situation wanted by competent plumber 
and tinner. Have Illinois and Wisconsin 
license. Sober and reliable. Able to han- 
dle and take charge of any job in the 
above lines. Also good furnace man. Ad- 
dress P-517, AMERICAN ARTISAN, 139 
N. Clark St., Chicago, Il. 





> 

Young man, married, sober and indus- 
trious, desires to make connections in any 
capacity with reliable heating and venti- 
lating company or contractor. Experi- 
enced in steam engineering, heating, 
steam fitting, machine shop, sheet metal, 
hot air, drafting and refrigeration. Can 
estimate and lay out work. Am inter- 
ested in heating, and am making a study 
of it. Address S-517, AMERICAN ARTI 
SAN, 139 N. Clark St., Chicago, Tl. 





Combination Plumber and sheet metal 
worker. Twenty years’ experience—five 
years as foreman. 40 years of age and 
steady worker. Have selling experience. 
Prefer small city. $1.00 per hour. Ad- 
dress Y-516, AMERICAN ARTISAN, 139 
N. Clark St., Chicago, III. 





Situation Wanted: By all around sheet 
metal worker Can handle any branch of 
the trade such as a cornice, skylight, ven- 
tilation, and hot air heating. Can make 
estimates and take charge of shop. Write 
T. W. Babb, 1125 N. St. Francis St., Wich- 
ita, Kansas. D-516 








HELP WANTED 








Help Wanted—I want a working fore- 
man, a live man, one that is able to take 
full charge of a first-class sheet metal 


business that does some blowpipe and 
ventilating jobs—cornice and _ skylight. 
You will waste time answering this ad 
unless you are an expert bench hand that 
knows the business from A to Z. I mean 
business. Harry I. Klugel, North Em-— 
poria, Virginia. 3-518 





Wanted at Once—An all-around man to 
do class of work that comes in a country 
tin shop. Must be able to do some plumb— 
ing and drive a car. Want a sober man 





and one who will be on the job. Wages 
$30.00 year around. Address O. L. Dow- 
ard, Mt. Morris, II. K-517 

Wanted—Experienced hardware clerk, 


to do book work. Address Ran- 
Co., Randolph, Wis. 
S-518 


one able 
dolph Hardware 





Wanted—Good all around tinner and 
furnace man. Steady employment and 
good opportunity for right man. Must 
be sober and able to furnish reference. 
Protestant. City of 7,000. Address T-518, 
AMERICAN ARTISAN, 139 N. Clark St., 
Chicago, MIlinois. 


Wanted—-One spot welding outfit in 





good condition. Will pay Cash. Address 
H. A. Duncan, Ventura, Cal. H-516 

For Sale—1-54” slip roller—s8” rolls. 
Peck Stow and Wilcox make. Address 
Wm. Serres, Algonquin, III. J-516 





Wanted—1-30” hand corrugated roller. 
Must be in good condition. Address Box 
1402, Corpus Christi, Texas. K-516 





For Sale—Two slightly used 8 foot 18 
gauge Chicago steel bending brakes. Like 





new. Address Rockfors Sheet Steel Co.. 
Rockford, I W-518 

For Sale—Switch cabinet factory and 
tools—one 72 inch box and pan brake, 220 
A. C.—800 Ampt. spot welder, two elec 
tric drills, one heavy screw punch, one 


power punch, 36 inch squaring shear, one 
steel work truck on casters, rools, crimp-— 
er, 36 inch hand sheaves, stock and ma 
terial. Going at $650.00. Chas. F. Barnum, 
Mankato, Minn. X—-518 


Wanted—tTinners’ tools. Must be in 
good condition. Name price for cash, also 
give list of tools for sale. Address 208 
E. 5th St., Rock Rapids, Iowa. L-516 





Wanted—Second hand rising hammers 


and 4—-head tea kettle stake. Address J. 
Zicke, 440 West Chalmers St., Youngs- 
town, Ohio. Z—516 








BOOKS 


The Revised Edition of the New Metal 
Worker Pattern Book by Kittredge and 
Associates is one book that should be in 
every shop. As a reference book alone it 
is indispensible. Over 500 9xll-inch pages 
with 895 illustrations. It covers the prin- 
ciples underlying practically every prob- 
lem that is likely to come up in daily 
practice. Beginning with the selection 
and use of drawing tools, the author ex- 
plains linear and geometrical drawing so 
clearly that one who has had nv previous 
knowledge of arithmetic or drawing may 
understand these essentials and apply 
them. The most approved methods of 
pattern cutting are also given in the 
course of the work. Price, $6.00, postpaid. 
Order from the Book Dept., AMERICAN 
ARTISAN, 139 N. Clark St., Chicago, II. 











MISCELLANEOUS ) 


We have approximately 800 pieces of 
Hart & Cooley 170 Series Side Wall Reg— 
isters, all new stock, most of it in the 
original crates. Sizes 8x10, 8x12, 11x13 
and 12x14. Finishes: oxidized copper, lac— 
quered antique brass, white japan, black 
japan and nickel. We offer this stock at 
a sacrifice price to move it in bulk. Ad- 
dress Waterman—Waterbury Company, 
1121-1135 Jackson St., N. E., Minneapolis, 
Minn. ~ E-517 














Furnace Line Wanted—Manufacturer’s 
agent wants a line of modern all cast 
iron furnaces for western New York and 
Pennsylvania territory, on commission 


basis. Goods and prices must be right. 
Address T-517, AMERICAN ARTISAN, 


139 N. Clark St., Chicago, II. 


The Rate for Special Notices 
— displayed want ads — 
$3.00 per inch per insertion 
When sending copy state whether 
your name or blind number is to be 
used—also how many insertions are 


' desired. 





ATENTS 


HUBERT E. PECK 
Patent Attorney 


Barrister Bldg., WASHINGTON, D. C. 








Experienced Furnace Salesmen 


To sell furnace insulation and cover- 
ing to furnace dealers.. Protected 
territory. Profitable line for full time 
salesmen, splendid sideline for sales- 
men calling on furnace dealers. Ad- 
dress Asbestos Fiber Co., Washing- 
ton, Ia. T516 





WANTED 


High grade furnace salesman to 
call on trade in Eastern Michigan 
and Northern Indiana. Address 
R. J. Schwab & Sons Company, 
283 Clinton St., Milwaukee, Wis. 


B-517 





MUST SELL 


on account of health, 
turing and job plant in 
On highway and railroad. 
over 600 mile trading area. 


Sheetmetal manufac- 
Pacific Northwest. 
Well established 

Modern equip- 


ment, valuable patents and contracts. Work 
15 to 40 men and have established trade 
connections, Will require about $50,000.00 
to handle. Address D-518, American 


Artisan, 139 N. Clark St., Chicago, II}, 





WE CAN PLACE 


two or three retail furnace salesmen as 
managers of the furnace departments of es- 
‘ablished Torrid Zone dealers. Must be 
thoroughly competent to manage both sales 
and installations, have business producing 
records and furnish satisfactory references. 
Interest in business of two of these places 
can be secured with small amount of capi- 


tal if you are the right man. Address 
Lennox Furnace Company, Syracuse, New 
York. E-518 





500 REGISTERS 
AT A BARGAIN 


We have a stock of about 500 
Waterloo Sidewall Registers we 
must dispose of. Black Japan, 
White and Brass finish. Write 
for stock list and prices. 


Enterprise Boiler and Tank 
Works, Inc. 


1955 N. Long Ave., Chicago, III. 
C518 


























— 





Send for catalog today 








VIKING SHEAR 


Compound LEVER Handle—Removable Blades. 


A child can work them 


VIKING SHEAR CO., Erie, Pa. 
































opper Adds 


AMERICAN ARTISAN 


ost to the 


Lite of Steel Sheets 









Exposed to the elements, 
skylights are typical of 
the applications where 
Inland Copper- Alloy 
Sheets are particularly 
economical. 





























U. S. Bureau of Standards Says: 
“Copper . . . confers a decidedly 
beneficial effect on the corrosion 
resistance of open hearth and bes- 
semer steel when the base steel is 
exposed to wet and dry weather 
conditions ... Under atmospheric 


much more marked than the purity 


of steel or iron... !” 






iti r ; INDINGS of the two highest authorities in 
conditions the effect of copper is the land—the U. S. Bureau of Standards, and 


the American Society for Testing Materials— 
prove that copper-bearing steel sheets outlast 




















all others. On an average, copper-bearing steel 
stands up under the elements 3 to 5 times 
longer than other commercial grades of iron and steel 
sheets. 


Low cost is another big reason for using copper-bearing 
sheets. In first cost, in cost per year of service, any way 
costs are figured, copper-bearing steel is the cheapest rust 
and corrosion-resisting material. 

Inland Copper-Alloy Sheets are promptly available in all 
standard gauges—black or galvanized. They are the product 
of Inland Experience, Inland Research, Inland Controlled 
Production. That’s why they are uniform in workability 
and in analysis—why they are used more and more in the 
“Central West that Inland Serves.” 


Ask for complete information. 


INLAND STEEL COMPANY 


Sheets 
Bars 

Plates 
Structurals 


hie 


Rails 


ar rene 
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38 SOUTH DEARBORN STREET, CHICAGO Billets 











L\MERICAN ARTISAN 


“Milcor Galvanized Sheets 


An extra large supply of Milcor Galvanized 
Sheets . . either open hearth steel . . Copper 
Alloy Steel . . or Armco Ingot Iron . . is kept 
in stock at all times for quick shipment . . 24 
hour service can be given. Milcor Galvanized 
Sheets are uniform in length and width.. 
all standard gauges . . securely bundled for 
shipment with strong steel bands. 


“Milcor Black Sheets 


Made from open hearth steel specially manu- 
factured for sheet purposes . . one pass cold 
rolled and box annealed. Mailcor Black Sheets 
are available in all standard widths and lengths 
in gauges Nos. 28, 27, 26, 24, 22, 20, 18, and 16, 


Milcor Pure Anaconda Copper Sheets 


All standard sizes and weights of pure Ana- 
conda Cold Rolled Sheet Copper . . Hot Rolled 
Soft Copper . . Cold Rolled Copper Sheets 
tinned on one side and Economy Strip Copper 
are carried in stock. Other sizes can be quickly 


supplied . . Ask for full details. 












Milcor Warranted Roofing Ternes 
Copper Bearing Base 


: All brands of Milcor Ternes have coppered metal 

(oppertitoy. base . . Each is perfect in every detail . . durable and 

Sceel lasting. Sheets carry 

brand name and coat- 

ing weight stamped in 
the metal. 










$A wRlaHt y 


fe want talb SV iy. on, 








DOE AEE oi 
REPUBLIC Our theron tx. eN 


i B10 gre, 1k. Bue 








Milcor Warranted Solder 


Milcor Solder is free from all im- 
purities . . doubly refined according 
, to Milcorspecifications. Proper pro- 
| portion of tin and lead assures free 
flow. Can be immediately shipped 
from stock. 














Milcor Sheet Zinc 


In addition to a complete stock of all 






standard sizes sheet zinc W ire Care 
riedin st will supply special 

$ accor specifications. Prices 
qu sted upon 

MILWAUKEE CORRUGATING CO., 1417 Burnham Street, Milwaukee, Wis, f\ 
Branches: Chicago, l., Kansas City, Mo., La Crosse, Wis. ANACONDA 
Sales Of Boston, M , Detroit, Mich., Atlanta, Ga., Little Rock, Ark., Minneapolis, Minn., from mine 10 consumer 
N York, N. Y., Los Angeles, Calif rent Ss porns 

PRPs ETON Eastern Plant: THE FLLER MANUFACTURING CO., Canton, Ohio 


Pure Copper 











